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HE next week’s issue of HARDWARE AGE will add to its big family of contributors a new member— 

a man who knows business and the business of selling—a man conversant with hardware and other 
problems—but hold on there, the Editor will tell you all about this new member next week. Then too 
there will be a merchandising article, or, better still, we would say a bunch of suggestions for getting 
your share of the housewife’s business. This story is illustrated with real pictures of demonstrations— 
a model kitchen, window displays, ete—a story weli worth the reading with the canning season so close 
at hand. 

PERFECTING AND DIRECTING AN ORGANIZATION. By Saunders Norvell—tThis article in 
the coming week’s issue is a frank and broad discussion from the retailer's angle—a discussion by a man 
of experience. 

Then too there will be a sporting goods story—a story on mill supplies—a paint story—the impor- 
tant Washington Letter—and Market Reports. Altogether an issue we are proud of. We'll let you be 
the judges. 
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HOLE TO ADJUST HANGER 
AND OIL BEARINGS 





Get Those Extra Sales 


Sell Both 


Remember that the customer buying a set of National 
Storm-Proof Barn Door Hangers is also a good prospect 
for the sale of National Storm-Proof Rail. And vice versa. 
You can very often make two sales instead of one by 
merely calling this need to the customer's attention. 
Try it. 


Every article we manufacture has exceptional merit— 
unusual features that attract and make sales easy. For 
example take the set illustrated, our No. 88 Storm-Proof 
Barn Door Hanger. Of course it is made entirely of stee] 
with the connecting-strap and drop-strap heavily em- 
bossed, thus materially increasing inherent great strength. 


A vertical adjustment feature takes up all unnecessary 
vibration and prevents rattling. A lateral adjustment 
gives flexibility to prevent damage to the door should 
anything bump against it. 


Moreover, National Storm-Proof Rail used with this set, 
fits snugly against the building, requires no brackets, 
and is both storm-proof and bird-proof. 


Are you acquainted with all these features? Are you 
using them in making sales? Have you a supply of 
National literature in a conspicuous position on your 
counters, where interested customers can help them- 
selves? 


Catalog? Gladly sent to interested dealers on request. 
Write for yours today. ‘ 


National Mfg. Co. 


Sterling, Illinois 





Tite-Fit 





This illustration shows very clearly the extra 
length of the cover. Also note the TITE-FIT 
Storm-Proof feature at top, the perfect tread 
for each wheel, and the roller bearings, which 
insure easy running. 
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When They Can the Fruit at Home 


Modern utensils 
and a modern kitchen 
will help in canning 

the fruit 















Remember When They Used 


-_ 


to Do It? They Are Going to 
Preserve and “Put Up” This 


Year, So Get Ready to Sell 























FTER the orgy of spending 

during the high wages of the 

past few years the nation is 
beginning to return to sanity, and 
the old-fashioned habits of thrift 
handed down from Puritan ancestors 
are beginning to reassert themselves 
once more. And there-is nothing 
more thrifty than home canning—to 
say nothing of the products being far 
more appetizing than those bought in 
the stores. Such being the case, it 
behooves every dealer to play up 
home canning material well in ad- 
vance of the season when they will 
be needed, in order to jog the mem- 
ory of the home canner, and cause 
her to take stock of her supplies and 
find out what she needs. What she 
thinks she requires, and what she 
really ought to have in order to do 


her work efficiently are very often 
two different things, and every new 
and labor-saving device should there- 
fore be presented in the most entic- 
ing manner possible. 

Take the useful little thermometer, 
for instance. Of course every house 
has one of them hanging on the porch 
—but how many housewives possess 
a special oven thermometer to elimi- 
nate guesswork in baking or preserv- 
ing? The Northwestern Hardware 
Co., Bellingham, Wash., was one of 
the up-to-date firms who brought this 
useful little instrument to the notice 
of the public. They did this by hold- 
ing a special Thermometer Sale. 


There were booths fitted up to rep-. 


resent different rooms, and the one 
that would probably interest the 
housewife the most in the canning 


55 


season (it could very readily be con- 
verted into a window display) was 
the kitchen, with its display of oven 
thermometers. There was a gas 
stove, on which was a kettle of syrup, 
and in it was a big spoon. Fastened 
to this was a little candy thermom- 
eter. 


A Good Table Display 


At the other side was a table with 
white enamel top, on which was an 
open recipe book, opened at “Making 
Jelly,” and across the page was laid 
one of the handy little thermom- 
eters. On the table were fruit jars, 
rubbers, tops, sealing wax, wax 
paper, and several varieties of cook- 
ing spoons, while among 
several recipes for 
pickling. Beside 


them were 
and 
were 


preserving 
the 


stove 
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The House & Bond Hardware Co., Memphis, Tenn., had this attractive kitchen 
window 


hung a number of oven thermometers 
and above them a large card: 


When a cake you wish to make—use 
a thermo ere you bake, 

For it shows you if the oven’s heat 

is right; 

Then you’ll quickly lose your worry 
and your hurry and your 
flurry, % . 

And your cooking day will be 

serene and bright. 

The catchy way in which they were 
displayed suggested their presenta- 
tion as prizes at cooking clubs, do- 
mestic science assemblies, or even 
ecard clubs. The window displayed 
about the same time featured can- 
ning and preserving utensils, as well 
as the convenience of gas for cook- 
ing. In the center was a gas range 
upon which was a cereal cooker, while 
down in front were a number of 
pressure cookers, straining spoons, 
and little glasses for jelly. 

An exceptionally fine display was 
made by the Ernst Hardware Co., of 
Seattle, Wash., there being enough to 
arouse interest without the over- 
crowded effect seen in many win- 
dows. The background was of silver 
gray and the floor was covered with 
white felt. A three-burner gasoline 
stove was shown, on the top being a 
big aluminum preserving kettle, as 
well as strainer, spoons and several 
smaller vessels. A pedestal formed 
of fruit jars was topped with a 
potted fern, and scattered over the 


floor were pint, quart and two-quart * 


glass jars, funnels, strainers, pre- 
serving utensils, and convenient little 


scales for weighing fruit, sugar, etc. 

“We find it pays big,” said Mr. 
Heinmiller, the manager, “to feature 
these oil stoves. Gas is all right for 
people living in the cities, but very 
few farm houses are equipped with 
it, and a substitute must be found 
for the wood or coal stove, which is 
enough to drive a woman to distrac- 
tion when she has to use it on a hot 
summer day. Our efforts are di- 
rected mainly toward the rural trade, 
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and by means of ads, personal letters 
and window displays we dgive home 
the convenience of such a.ggOve. One 
of our talks runs along ®his line: 
‘Coal is expensive and diffiéult to ob- 
tain. Wood may be plentiful on the 
farm lot, but help is so scarce that it 
might as well be miles away. You 
can always keep a few gallons of oil 
ahead in a five-gallon can—keep two 
cans, one for use and the other for 
reserve. Here is a supply which will 
last for weeks and can be replenished 
at any trip to town at a compara- 
tively low cost.’ Then, too, a good 
praetical knowledge of an oil stove 
will assist wonderfully in selling it. 
The salesman should be able to tell 
from experience how long a gallon of 
oil will last if used regularly for 
cooking, what causes the wick to 
stock, or a burner to smoke, and how 
to remedy these defects. A model of 
each kind of stove handled should be 
kept on the floor constantly for 
demonstration purposes, for five min- 
utes of actual demonstration is worth 
an hour of talk in convincing a pros- 
pect of the desirability of possessing 
such a stove.” 


Giving Oil Away 


And speaking of oil stoves, a 
housefurnishing establishment in Los 
Angeles clinched the deal in a num- 
ber of cases by their offer to furnish 
free with every stove sold a five-gal- 
lon can of oil. 

House & Bond, Memphis, Tenn., 
believe in pushing aluminum ware, 
especially during the pre-canning 
season, 

















In Bellingham, Wash., the Northwestern Hardware Co. used a stove with 
the utensi 


in order to acquaint the 
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The Ernst Hardware Co., Seattle, Wash., also used a stove in its display 


women with its superior merits. 
Early in June he had printed and 
mailed to all his customers, and dis- 
tributed to a lot of prospects, an ar- 
tistic little card, upon which was the 
picture of a shining aluminum kettle: 


We may live without poetry, music 
or art, 

We may live without conscience and 
live without heart; 

We may live without friends, and 
live without books— 

But civilized man cannot live with- 
out cooks. 

Aluminum Ware helps to make good 
cooks. 

Attend Our Big Aluminum Sale, 
June 15. 

Watch the papers for special bar- 
gains. 


Of course, in advertising such a 
sale the main thing is to give the im- 
pression of an extensive line, and the 
window should impress that upon the 
public. In order to do this effec- 
tively House & Bond took a corner 
window and lined it with bright 
green crépe paper. Then they built 
up a series of steps which were also 
covered with green paper. On the 
floor was spread a large assortment 
of the glass pyrex ware, while on the 
steps and on the wall were examples 
of a score of different aluminum ves- 
sels and cooking utensils. Inside the 
store the same plan prevailed. The 
aluminum goods were shown on a 
series of tables extending the full 
length of the main aisle. Each table 
was devoted to a different utensil, 
while in the middle of the store was 





a larger table comprising aluminum 
sets, made up of a selection of the 
various utensils. These sets were 
sold on the club plan—two dollars 
down and a dollar a week. Said the 
manager: “We have found the club 
plan of selling these sets works out 
more advantageously than at out- 
right cash. payment, as it brings the 
women to the store regularly, and we 
always endeavor to have something 
of special interest near the cashier’s 
desk—some cooking utensil that will 
lighten the household labors, priced 
attractively—that will be sure to 
meet their eye. Even if they do not 
buy it, the chances are that they will 
see something else they want—and 
at any rate, the more familiar they 
become with our store and lines the 
better patrons they are.” 


The Ad and the Window 


The old story of showing in 
your display windows what you 
are advertising is still just as good 
as it ever was. This is one of the 
things that cannot be improved 
upon much and which has always 
proved to be a great thing for the 
retailer. The subconscious mind 
will not only grasp the ad when it 
is read but the window will act as a 
reinforcement when it is seen later 
on by the newspaper reader. In the 
case that the ad has-been obeyed 
and the readers are coming to the 
store they get an added idea of what 
they are going to buy from the win- 
dow decorations. By all means 
dress the window to correspond to 
the ad in the daily paper. 
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TRIANGLE SIGNS 


In all large stores such as the Belch- 
er & Loomis Hardware Co., Providence, 
R. I., there is likely to be confusion 
among customers in locating counters 
at which goods desired are sold, espe- 
cially if the place is crowded with peo- 
ple. This Providence store keeps a 
man on the floor. Part of his duties 
is to walk about the store and see 
that customers find what they want. 
To make his efforts in this respect 
easier, and at the same time the de- 
sires of the customers easier, a di- 
recting sign idea has been adopted. 

This sign is constructed in the form 
of a right angle. It can be of wood 
or metal. In the case of Belcher & 
Loomis it is of sheet metal, 4 in. wide, 
the wings being 13% in. long. A ma- 
hogany paint finish with gold lettering 
makes an attractive and neat sign. 
These right angle signs are suspended 
from the ceiling by wire at intervals 
over the wall counters or display cases. 
The same lettering appears on both 
wings. For instance, one is labelled 
Locks, Knobs, Brackets, Bells; another, 
Door Bolts, ‘Catches, Casters; another, 
Door Handles, Latches, Drawer Pulls; 
another, Wood Screws, Hooks, Window 
Fasteners; another, Butts, Hinges, 
Tacks, Staples, and another, Sash, 
Cord, Twine, Sand Paper, etc., ete. 

The point of the sign is directed 
toward the center of the store, so that 
no matter where one is standing he can 
see the lettering when it is pointed 
out to him. To make the middle count- 
er signs visible in all sections of the 
store, another 13% in. side is added 
to the right angle, making a triangle. 
The same lettering appears on all three 
sides of the triangle. Altogether there 
are eighteen of these little signs that 
help the customer. ad 




















The signs are visible in all parts 
of the store 


There Are a Great Many Things That 
























The National 
Hardware Stores, 
Inc., dressed its 
window in insect- 
icide tools and the 
various sprayers 
that would be 
used by the farm- 
ers, both country 
and backyard. 


Below is how the 
Joplin Hardware 
Co., Joplin, Mo., 
displayed its heat 
saving devices. 
Electrical goods 
and artistic cut- 
lery are shown 
here 





5 apres are sO many things that to advise which line to play the gestions and four different lines 
the up-to-date hardware store strongest. Here on this and the ac- that can be pushed hard during July 
sells to-day that it is a hard matter companying page are four good sug- and August. It is just the right 
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the Hardware Store Sells in Summer 

























Another window 
from the Na- 
tional Hardware 
Stores, Inc. It is 
very practical 
with lemon 
squeezers, ice wd- 
ter containers, ice 
cream freezers 
and vacuum bot- 
tles. Below is the 
work of Mr. 
Reardon of the 
Pettee Hardware 
Co., Oklahoma 
Citu, Okla. It has 
an appeal to the 
eye as well as to 
the merchandis- 
ing end of busi- 
ness 





time for spraying tools and likewise four of these windows are excep- country. Summer is slipping so 
for ice cream freezers, bathing suits tional and each can be copied by sales must be speeded up if profits 
and heat savers of all kinds. All most any hardware store in the are to be realized. 
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Heavy Profits in Light Sales 


Out in Chicago the Stebbins Hardware Co. Sold 900 Flash- 
lights in One Day and Made Many New Friends 
for the Electrical Goods Department 


INE hundred compiete flash- 
lights in one day! 


Quite a sales record, even 
for a big store in a big town. 

And it means much for every 
dealer for until recently the Steb- 
bins Hardware Co., Chicago, did 
very little in flashlights. Its growth 
in that department has been recent 
and shows that corresponding possi- 
bilities are in store for any other 
dealer, who follows the practices by 
which Stebbins has brought an in- 
conspicuous flashlight business to 
one of commanding position. 

More remarkable still is that sale 
of 900 complete lights, in one day, 
when it is noted that the record was 
hung up in one of the dullest months 
of 1921. The sale was a one day 
affair—on a Saturday and was con- 
ducted right in the midst of as 
“slumpy” a time as the hardware 
world has experienced in several 
years. 


One piece of newspaper copy put 
over the success. The advertisement 
appeared on a Friday night and a 
special price was offered on a pop- 
ular number or two. They had been 
bought right, because of the quan- 
tity purchase, and they were sold at 
a very magnetic figure. And they 
surely were sold. 

But going back a step in the story 
we find that the Stebbins Hardware 
Co., had first built up a flashlight 
reputation. Had they sprung a sale 
of this character a year or so ago— 
even though conditions were ideal, 
generally—it is doubtful if they 
would have reaped such a successful 
return. But having made a reputa- 
tion for being the flashlight store of 
the city and having built up the pres- 
tige of the light handled, it was 
found, under adverse conditions, to 
sell what is probably the greatest 
number of complete lamps ever 
turned out by one retail hardware 
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store in a single day before. 

Two factors, the Stebbins man- 
agement will tell you, enter into 
their success in this item. Those 
factors are: 

Tying to one line and backing it 
fully. 

Making the price attractive. 


Tying to One Line 


“We once had a smattering of 
many good lines and found it impos- 
sible to keep anyone complete and we 
did not put the confidence we might 
have placed behind any one of the 
several lines. We also were buying 
at a long figure and selling the same 
way,” the manager says. “Then we 
tied to one line and tied to it hard. 
We may have a few rival batteries 
—but only a few—for our stock is 
the complete output, in patterns, of 
one big maker. That brought us a 
firm belief in the line and enabled us 
to buy in such quantities that we 
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can put on a special sale and still 
enjoy a tidy margin.” 

Today Stebbins is known from 
Howard street to Englewood as the 
store with good flashlights at right 
prices. No department store can 
beat the prices offered and “get away 
with it.” And while the 900 record 
is a big one, and an exceptional one, 
still it is true the electrical depart- 
ment does a really big battery and 
case business every day the store is 


open. 
Note the manner of displaying 
lamps. Three separate boards, 


which may be joined together and 
make one large board, are used. 
They appear here in a group but 
each can be lifted out separately and 
laid on the counter, placed: in the 
window or used in any other way. 
Other boards for lamps bulbs are of 
the same design. The various kinds 
of cases are shown on one board, 
another board may be used for spe- 
cial items or leaders and still other 
boards contain the battery line, from 
the little fellers up to the giant size. 
The bulb board also has the complete 
range of sizes. These fine boards, 
which make such splendid counter, 
window or other display back- 
grounds are home made. Any hard- 
ware man can saw them out, fit them 
together and cover them with 
ground cloth and place the catches 
on them. They are interchangeable 
and useful—in a big way. 

Throughout the busy electrical 
department—and it is a busy one— 
the same display board idea is used. 
It facilitates waiting on the trade 
and it adds smiles to the life of the 
window dresser, who can put in a 
good window with the little trouble 
of arranging a few well grouped 
panels. 

Brilliant success in flashlight sell- 
ing really is not such a Herculean 
task, for the market is as numerous 
as the population and the repeat bus- 
iness is always good. 

Who is there who should not own 
and carry a flashlight? 


The Prospect List 


The answer is “who?” All, from 
school lad to night driver, need some 
type of light. The woman carries 
it for protection and convenience. 
The man carries it for necessity. 
Wherever there are dark corners 
there is call for the handy, safe sure 
lamp—the electric portable flash- 
light. 

The wisdom and earnings of the 
safety razor business are said to lie 
in the necessity of buying extra 
blades. Surely, this feature has 
earned fabulous sums for makers 
and the others in the links of the 
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YOU CAN DO 
THE SAME 


Stebbins Hardware 
Co., Chicago, put on a 
sale of flashlights and 
“cleaned up” so to 
speak. You can do the 
same thing yourself 
and with but very lit- 
tle effort. Read how it 
was done. 


UATE LEAL 





chain of selling “safeties.” And the 
battery business has the same kind 
of a feature. The owner of a case 
comes back in a few weeks for an- 
other battery and he continues that 
practice indefinitely. The sale is 
quickly made and the profit is never 
a piker profit. Repeat business in 
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flashlights would almost justify orig- 
inal sales at no profit for the “come 
back” business is rich in revenue. 
Manufacturers offer the fullest 
possible co-operation in advertising 
helps and they have also afforded an 
important selling aid in making such 


a varied assortment of cases. There 
are tiny lamps and big ones. They 
are round ones and flat ones. They 


are pencil sizes and firecracker sizes. 
Those who wish a lamp with two 
cells may have it and those who want 
rugged service rather than dainty 
lightness can buy as easily as the 
others. Surely, such a widely varied 
line makes customers of all mankind. 

Actual figures of the growth of 
the Stebbins business in this depart- 
ment seem unbelievable. They will 
not be set down here. But this fact 
can be deducted from them: It is 
possible for the hardware store to 
easily treble its flashlight business. 
And getting behind one good line 
and offering it at attractive prices 
has proven the combination which 
put across a big score for Stebbins. 

















Here is an exceptional panel for displaying flashlights 








THE MAN BEHIND THE COUNTER ADVISES 


Talk a Little Less and Say a Little More 


The Man Who Sells the Most, Usually Tells the 
Most—Wasting Words and Losing Good Customers 


HE “story without words” is 
sometimes the most effective 
story told. 

Many musical masterpieces are 
“songs without words” and no song 
could be sweeter. Words might mar 
the harmony and symmetry of per- 
fect musical composition. 

In selling all is not words. Some- 
times the most effective strokes are 
silent ones. And sometimes the big- 
gest mistakes are never expressed in 
phrases. 

In an Indiana town—it will be 
better to neither mention the town 
or store—recently, one of those 
fatally destructive stories was told 
without words. Granted the woman 
shopper was a “hard one” and that 
the patience of the salesman had 
been strained, still it was excuseless. 

She had inquired about washing 
machines and the salesman had 
patiently given her a demonstration 
and told her the sales points. She 
was really interested, not just a 
looker but a real buyer, perhaps not 
that day but at some nearby day. 
The salesman was a major until the 
woman had asked him the same ques- 
tions again and again and he lost 
his smile. He did not say an impu- 
dent word—Oh, not at all. But he 
looked disgusted as he shrugged his 
shoulders and gave gesture to the 
thought, “I wish she would go.” 

The woman saw it. She left. Not 
a harsh word was spoken, but a good 
sale was lost. Many important 
stories are told without the use of a 
single letter of the alphabet. 

Another side of the picture in the 
homefurnishings department of the 
G. E. Meyer store at South Bend, 
Ind. A woman was looking at cook- 
ing utensils. She had felt the heat 
as had the rest of us and fatigue was 
on her face. A salesman, without 
dropping his line of thought, drew 
up a chair and wordlessly asked the 
tired shopper to be seated. She was 
pleased and she there 
enough to buy several dollars worth 
of goods. In her mood she prob- 
ably would have bought next to noth- 
ing had she not been made comfort- 
able. 


sat long 


Self Explanatory Windows 


Some of the best window displays 


made are rich in words, window 
cards telling a sales story which is 
most effective. But others compel 
by their wordliness. More powerful 
than the excellent salestalk in the 
washing machine window’ shown 
here are the simple dates “1820” 
and “1920.” What better argument 


IT IS SURPRISING 


what a little common 
sense will do if used 
in an emergency. No 
one knows it all and 
your customer may 
have something up his 
sleeve you can learn. 
Talking too much is as 
bad as talking too 
little. 


for the modern device, the washing 
machine, could be made? 

Some few salesmen talk their pro- 
position to death. Many times it is 
the little act or the quiet, occasional 
word that puts across the message 
and gives the cash girl a chance to 
open up a carrier box. 

A newspaper man once told me the 
following story: 

“The first piece of advertising I 
ever sold—my initial advertising and 
selling effort—was a full page adver- 
tisement to a manufacturer, who did 
not need the space, but who bought 
it, as he always had once or twice a 
year, as a courtesy to the newspaper. 
After his ‘yes’ I made the mistake 
of lingering around and continuing 
to talk about it. While we were 
discussing the copy he called in his 
secretary and the latter made the 
suggestion that a half page ought 
to be enough. The boss agreed and 

lost more than one hundred dol- 
lars’ worth of business. Had I in- 
sisted on talking after the sale had 
been closed the conversation guould 
have been shifted to fishing, golf, or 
any other subject. But why con- 
tinue words about a sale already 
made?” 


62 


Store displays are talking all the 
time. Some of them speak well. 
Others are driving business away. 
Look at this fine interior display of 
stoves and ranges at the Phillip 
Gross Hardware & Supply Co. store. 
Could a better selling argument be 
devised than this splendid variety of 
stoves, well displayed? 

“We consider store display one of 
the biggest assets in selling,” says 
C. H. Mueller. “Such displays are 
working all the time to sell goods. 
When the salesmen are busy, the 
neat arrangement is registering the 
favorable impression and either sell- 
ing goods or paving the way for their 
sale. To let a store’s physical ap- 
pearance get sloppy is a sure blow 
to good business. To keep it neat 
and inviting is one of the ways to 
grow.” 


The Gentle Art of Talking 


Now of course selling takes talk. 
But if it isn’t skillful it is apt to 
be as detrimental as it is helpful. 
One of the biggest salesmen we know 
—an  honest-to-goodness $25,000 
yearly man—juggles words about as 
cleverly as any vaudevillian you ever 
saw. This man is a word artist. 
Talk? Why he can talk a blue streak 
when he is around the club or with 
a circle of friends. A real phono- 
graph in ordinary conversation, but 
put him up against a business deal 
and watch him work. 

He listens. He listens a lot. He 
agrees just as often as he can with 
the customer. What he says is to 
the point. If he tells a story he 
tells it modestly and quietly and it 
has a stinger. He doesn’t see how 
much of the dictionary he can use. 
But he does see how well he can 
use it. Many of his best sales have 
been more from the restraint of 
words than from the use of them. 

In a Goshen store we saw a sales- 
man handle himself cleverly. He 
had a strong headed customer on 
spark plugs. This customer knew 
more about the plug business than 
the makers themselves, and when it 
came to autos Henry Ford must 
have hired him to make the blue 
prints of the original flivver. Did 
the salesman argue with the author- 
ity? He did not. He admitted about 
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Here is a story that tells you everything with two models and a few signs. 


everything the customer said and in- 
stead of insisting on his taking the 
plugs he should buy he said: 

“Now, Mr. Brown, I see you know 
a lot about plugs. Why don’t you 
take along a set of these, test them 
out and tell us just what they are. 
I’ll value your opinion. The plugs 
aren’t yours and your money is wait- 
ing for you if they don’t please you. 
We would like to get a test from an 
expert like you.” 


Did he make the sale? You bet 
he did. 
It isn’t the best user of words 


who is the best salesman in the sense 
of using many words. It’s the fel- 
low who can talk without words. 
The salesman who knows that more 
demonstration and less conversation 
is needed will get there. 


Essay on Silence 


You all remember Elbert 
bard’s Essay on Silence. 


Hub- 


setween 


It sold many washing machines 


the covers of the book appeared not 
one printed word, just blank pages. 
It was a great lesson to the man who 
talks too much and was written by 
a man who never said too much. 
Mistaking the sound of your own 
voice for classical music has often 
led a good man astray and has often 
lost for the house a sale. The man 
who didn’t know when to. stop 
drinking was stopped by law. Don’t 
make it necessary to"pass a Volstead 
law against talking. 


























Notice that in the Gross Hardware Co.. Milwaukee, Wis., i/ 
coe simatlest and the largest stoves are show ' 


in ihe stove department everything is on d 
and it makes a gov d basis for comparison 








Helping the Farmer Harvest His Crops 


The Hardware Man Can Be of Very Material Aid to 
the Farmer by Furnishing the Tools with Which He 
Can Get Dollars Out of the Ground This Season 


mowing machine across the 
field, leaving behind it a broad 

trail of cut grass as it moves along. 
Nearly every farmer has some 
meadows to cut, for the hay crop 


( 0s Click! Click!—goes the 


By A. H. VAN Voris 


garage man will make many future 
sales of gasoline, tires and acces- 
sories to the car purchasers (al- 
though the hardware man may well 
look for his share of this auto busi- 
ness, too), and when considering the 

















The mowing machine has passed— 


is an important item of feed to the 
farmer, whether he be prominent in 
the dairy business or merely a small 
tenant farmer with a few acres of 
land, a team of horses and a couple 
of cows. 

Perhaps hardware men are not so 
much interested in the agricultural 
. value of the hay crop, but it does 
mean a lot to us, nevertheless, from 
a hardware standpoint. 

We admit the necessity of the hay 
crop to the farmer without ques- 
tion, and that means tools with 
which to get it into the barn. 

Now, how about these mowing 
machines which do so much work 
for the farmers as they go clicking 
across the meadows? 

In the first place, it is quite fair 
to assume that some hardware 
dealer sold this machine to the 
farmer, so there is the initial profit. 

In a measure, we may compare 
the hardware man selling a mowing 
machine to the farmer customer to 
a garage man selling an automobile 
to one of his local prospects. The 


mowing machine as a source of fu- 
ture revenue there are such annual 
repairs as new guards, knives and 
rivets, repair castings and machine 
oil for lubrication. A machine is 
good for many years, but there are 


always some repairs to be pur- 
chased every season. 


The Tools They Use on the Farm 

Then there’s the hay rake—an- 
other interesting farm implement of 
use in haying season. A horse rake 
with a couple of teeth knocked out 
or broken off would not pile up a 
very even windrow, so the farmer 
must replace such rake teeth as he 
has the misfortune to break off. Not 
a large item, to be sure, but one of 


. sufficient demand to warrant a 


small stock of the best selling 
makes. 

As you are aware, our farmer will 
next require pitchforks to toss these 
windrows of hay into haycocks; 
after these haycocks have become 
sufficiently dry from a beating sun 
of a July day, the hay rigging will 
be driven out into the fields and 
will be piled high with this new- 
mown hay. 

Most mvdernly equipped farm 
barns now have a hay car, track 
and fork outfit which enable the 
farmer to put the hay crop into the 
mows in much less time and with 
a great deal less labor than by the 
old hand-pitching method of driv- 
ing up onto an overshot driveway 
and pitching down into the mows 
by hand. 

















—and the threshing begun 
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—and corn pulled 


The hay fork rope is a very im- 
portant item in this outfit, and only 
the best grade of pure manila long- 
fiber rope should be used. This 
rope must run free in the pulleys; 
it must not kink, twist or snarl, and 
it must run even and not fray out 
and form weak places. With a 
heavy forkful of hay being hauled 
up from the rigging and a team of 
horses at the other end, inferior 
rope will not stand up under the 
strain, and severe injury is liable 
to result either to the horses, if sud- 
denly and unexpectedly released 
from the pull of the load, or to the 
hired men in the barn underneath 
the fork. 


Snathes, Scythes and Stones 


In general, this is the equipment 
for harvesting the larger hayfields 
on the average farm; there are also 
dooryards, roadsides, side hills and 
other inaccessible places where a 
scythe and snath will come in 
handy, and in order to keep the 
blade sharp a scythe stone should 
go with each sale. Our farmer 
friend will also need a wooden hay 
rake for hand use in catching up 
these loose scatterings of the hay 
crop—these things all mean busi- 
ness for the hardware man. 

Some of the illustrations of this 
article will bring the hayfield to 
your mind, for no doubt mést of you 
readers are as familiar with the 
sight as the writer. 

Right along this line we may men- 
tion that we believe it to be a valu- 
able feature in cementing the good 
will and friendship of our farmer 
customers to drop in on them at the 
farm occasionally as opportunity 
offers. 

We all take a natural pride in 
our own business, in our store and 
our warehouse, and this same feel- 


ing applies to the farmer. I well 
recall such’ a visit made to a farm 
in my vicinity where I had dinner 
one noon while on a fishing trip. 
After we had left the table my host 
showed me over his farm, pointing 
with no small degree of pride to 
his barns, his horses, cows, pigs, 
young calves and sheep, and he was 
particularly proud of several im- 
provements he had installed within 
the past couple of years. I was glad 
for the chance to get better ac- 
quainted with him, and, although 
it seems to be aptly said that the 
farmer works from sunrise to sun- 
set, most of them have enough time 
to show us around the place on such 
visits. 

There is often afforded an open- 
ing for starting the sale of a gaso- 
line engine, a concrete mixer, a 
blower and forge or stable equip- 
ment as the conversation drifts 
from one thing to another. 

Insecticides are in great demand 
just now, for the farmer is quite 
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unknown who can plant a field of 
potatoes and bring them through to 
the digging stage without being 
threatened by potato bugs or blight. 
He must always be forearmed 
against such crop destroyers, and 
the hardware store is the place for 
him to buy these “weapons.” 

In one of these pictures ypu will 
see friend farmer out in the field 
meeting this enemy invasion, and 
from the appearance of his crop 
thus far he has been more than suc- 
cessful in staying the onslaught. 
It’s simply a case of the old saying, 
“An ounce of prevention is worth 
a pound of cure,” and the wise 
farmer sure does believe in this pre- 
vention. 

Of course, the farmer who merely 
raises potatoes and vegetables for 
his own table will need only the 
small type of hand sprayer, as is 
the case with the town customers 
for their individual gardens. 

While mentioning sprayers I am 
reminded of a couple of other ma- 
terials used in these implements, 
one of which is very seasonable at 
this time of the year. I refer to 
fly and insect destroyer as the sea- 
sonable spray material. 

It has been .our experience that 
it pays to establish a reputation, 
based on real merit, for some well- 
known brand of fly spray. 

We have long sold a certain make 
which we buy in lots of 100-gallon 
cans, and it is a rare season in 
which we carry any of it over, and 
sometimes we are compelled to re- 
order to keep up our stock. By 
selling this same brand and buying 
in quantities each year we are able 
to secure a good local territory for 
exclusive sales; we find that we now 
have a regular trade which comes 
back every season to buy our fly 














and the war on bugs in progress—and hardware plays an 





important part in 


helping the farmer harvest his crops 


\ 
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spray, not merely asking for a gal- 
lon of fly spray, but asking defi- 
nitely for one or two gallons of 
our fly and insect killer. 





Selling Good Sprays Only 

We are able to guarantee this 
spray to do the business—otherwise 
the customer can return the empty 
can and his money will be refunded. 
I do not recall when we have had 
an empty can brought back, so you 
can judge for yourself of its effi- 
ciency. 

It is also used for spraying sta- 
bles and chicken houses, and so has 
a certain sale throughout the year. 

The other spray material which 
I had in mind is whitewash spray— 
dehydrated lime and carbola. As 
you know, these are used for spray- 
ing dairy stables and _ chicken 
houses, and it is required by dairy 
inspectors that it shall be used in 
the former, and so it makes a nice 
business for us. 

If you will pardon a suggestion 
which may possibly be of practical 


Display Rack for Golf Sticks 
A Rack That Has Proved Its 


Value — Requires 
Space— Easily 


Golf sticks are sometimes rather 
difficult to stock and display to real 
advantage. If allowed to stand on 
end the handles have a tendency to 
warp out of shape, and when placed 
in drawers or bins the display fea- 
ture is lost. 

The Lahr Hardware Co., Lincoln, 
Neb., has overcome these difficulties 
through the use of an easily con- 
structed wall rack, capable of han- 
dling a very complete assortment of 
clubs. The general construction of 
this rack is readily seen in the ac- 
companying illustration. It is built 
against the wall, and is about 7 ft. 
high. The shelves are 9 in. deep, 
and the top ones are 391% in. long. 
There is a distance of 6 in. between 
the shelves. The space between the 
ends of the top shelves and the outer 
edge of the rack is allowed for the 
heads of the clubs, while the bottom 
shelf is converted into a series of 
drawers for golf balls. 

The lower shelves project to with- 
in about 2 in. of the outer edge of 
the fixture, and are used for the 
longer clubs. The shelves are of 
%-in. surfaced material, and are 
held in place by 3 in. strips of the 
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value to you, let me say that we 
buy our lime in 50-pound paper 
sacks. Just why the distributor se- 
lected paper sacks for shipping pur- 
poses has always been a mystery 
to me, for we had long been annoyed 
by shortage through breaking open 
in transportation and the attendant 
muss in unloading at our ware- 
house is not pleasant to remember. 
We have now done away with both 
of these bad features to a great 
extent by sending a sufficient num- 
ber of burlap bags to the company 
when ordering lime, and they slip 
the paper sacks into the burlap be- 
fore making shipment. It’s worth 
while doing this if you have been 
bothered in a similar way. 

Rye, buckwheat and corn will 
soon be ready to cut, and we will 
be selling binder twine; some of 
this will go out by the bale and 
some by the single ball. We believe 
that the same principle applies to 
the sale of binder twine as we have 
spoken of in reference to hay rope 
—good quality. We handle a twine 
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which runs even throughout the 
ball, made by a well-known and 
reputable rope concern. To remind 
our farmer customers to buy their 
binder twine from us, the company 
sends us a supply of neat little 
memorandum notebooks, which we 
hand out over the counter just be- 
fore binder twine season. 

If you, too, are located in a good 
dairy section you will find that corn 
is an important crop among your 
farmer customers, since ensilage 
forms an important item of dairy 
feed, along with hay and ground 
feed. 

This isn’t meant for a treatise on 
agricultural crop values, for we 
hardware men have our own mer- 
chandising problems. However, the 
farmers’ interests are our interests, 
so doesn’t it behoove us, as good 
hardware men, to keep in tune with 
things on the farm, to voice a 
friendly sentiment and to help keep 
the wheels of agriculture turning 
smoothly in our respective commu- 
nities ? 





Little 


same material. Each 
shelf accommodates 
12 clubs placed side 
by side in a single 
row. 

A similar rack can 
be easily constructed 
by any hardware mer- , 
chant who can readily 
vary the size to fit 
the stock carried. 


The Union Tool Co., 
Orange, Mass., will be 
the exclusive represen- 
tatives for the Crogan 
Manufacturing Co., 
Bangor, Me. The One 
Man, One Man Junior 
and Bangor Steel meas- 
uring tape lines are the 
products of the Crogan 
Co. All three of the 
tapes are the invention 
of Charles W. Crogan, 
who is _ vice-president 
and general manager 
of the company. Sur- 
pless-Dunn & Co., New 
York and Chicago, are 














assisting the Union 
Tool Co. in the distri- 
bution. 


Displaying clubs to advantage 











Snapped by the Hardware Age Camera at the Brooklyn Hardware 
Dealers’ Annual Outing, Centerport, L. L., July 13. 
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R. J. ATKINSON 


Epitor’s Note: R. J. Atkinson of 
Brooklyn was recently elected a di- 
rector of the National Retail Hardware 
Association. He is second vice-presi- 
dent of the New York State Retail 
Hardware Association and a director 
of both the Brooklyn and Metropolitan 
associations. His influence in the hard- 
ware trade is constructive, not alone in 
the East, but everywhere that hard- 
ware men gather. This address was 
delivered at Centerport, L. I., July 13, 

1921 

[ AM glad to have the opportunity of 

greeting you all here to-day. This 
is a day of pleasure and yet I know 
you will bear with me for a few min- 
utes when I call your attention to per- 
tinent facts, which vitally interest me 
and which I am sure will interest you. 

This outing to-day is a real result of 
association. You know and I know 
that until the organization of the 
Brooklyn Hardware Dealers’ Associa- 
tion a coming together of the manufac- 
turers, dealers and salesmen here rep- 
resented to-day, would have been im- 
passible. 

This teaches us a valuable lesson. 
At the recent National Retail Conven- 
tion in Louisville, I had the honor to 
be elected a director, the only one east 
of Ohio. 

We are all engaged in a great busi- 
ness, one of the greatest in service and 
dollars and cents in our country. The 
results obtained from the business are 
in our hands. 

What are we doing to upbuild and 
place it in a dignified position? 

Do we go our way wishing we were 
in some other business, or are we ear- 
nestly at work in our business place on 
the high level where it belongs? How 
many men are there who don’t belong 
to and support the State associations? 
Look at the roll call of our own associ- 
ation. How many members have been 
present at every meeting? Twelve 
times a year there is a call for a meet- 
ing. Twelve evenings out of 365 you 
are asked to devote almost two hours 
te help yourself and to help others by 
your advice and experience solve some 
of the problems which confront our 
trade. We have some very earnest 
workers in our association, men to 
whom selfishness is unknown. 

We have men in the State and Na- 
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Business in Our Own Hands 


Atkinson Declares Hardware Business Is 
Becomng More Dependent on 
Association Work 


tional Association who are devoting 
their energies to improving our trade. 
I know there is not a man present who 
would not stand behind them in their 
work. I believe there is not a man 
present who would not be ashamed to 
take the advarMages which come from 
the result of the work of these men 
without contributing his share. 

The question is, how can you help? 
In the first place, you can join the 
State Association and by your dues 
help the movement. You can take out 
Hardware Mutual Insurance and save 
your dues many times over by the re- 
bates earned on your premiums. You 
can elevate your business by consider- 
ing it worthy of your best efforts and 
teach the public to know that the hard- 
ware store is a store where there is no 
question of reliable goods and honest 
plain dealing. 

Another thing I would like to draw 
your attention to is the growing belief 
that retailers are profiteers. This 
largely comes from the fact that hard- 
ware dealers as a rule speak of profit 
on a per cent basis, and that per cent 


is usually spoken of as the amount 
added to the invoice cost. This is a 
great mistake, as the profit is the 
amount made after the cost of over- 
head has been deducted, and that 
amount very often needs a strong pair 
of field glasses to see. 

Don’t think the trouble with our 
business is the public, or the other fel- 
low. It is more often ourselves. And 
the only way that trouble can be elim- 
inated is to attend our association 
meetings. 

Support your State and national as- 
sociations, and read the experience of 
the other fellow in the trade maga- 
zines, which by the way are the finest 
trade publications in the world. 

I have encroached on your time 


“to-day to make these few remarks, as 


I feel it is a duty I owe. There are 
members of your association and mem- 
bers of other associations who spend 
much time and money in your interest 
every year, and who are entitled to 
your loyal support, and it is only by 
giving them that support that their 
work becomes valuable. 





Supplee-Biddle Half-Century 
Club 


The Half-Century Club, an organ- 
ization composed of a number of men 
who have spent fifty or more years in 
the organization of the Supplee-Biddle 
Hardware Co., Philadelphia, held a re- 
union July 1 at the home of Charles 
M. Biddle, Riverton, N. J., to celebrate 
the golden anniversary and entrance 
into the club of several new members. 
During the reception and dinner the 
officers of the Supplee-Biddle Hardware 
Co. presented the usual cash bonus to 
the new members. 

One of the features of the gathering 
was the kindly spirit manifested by 
Cherles M. Biddle. He expressed ap- 
preciation of the fifty year records of 
those who served so faithfully, and the 
loyalty of the “old timers” encouraged 
him to point out the future in an opti- 
mistic manner to others in the employ 
of the company, several score or more 
of whom have been associated with the 
firm for from twenty-five to nearly 
fifty years. 

The Supplee-Biddle Hardware Co. 
of Philadelphia, was founded by the 
Biddle family in 1837, and has grown 
in its existence of 84 years to be one 
of the largest jobbing hardware houses 
east of the Mississippi. During its ex- 
istence it has made a point of retain- 
ing old and valued employees, and the 
fact it is able to maintain a “Half- 
Century Club” of active members 


among their employees is a record that 
perhaps very few business concerns can 


equal, as the requirements for mem- 
bership in the club provide an em- 
ployee must have been with the com- 
pany for fifty consecutive years. 


A. R. Schmelz & Co. 


After 30 years connection with the 
cutlery division of Wiebusch & Hilger, 
Ltd., New York, A. R. Schmelz has re- 
signed as head of that department to 
go in business for himself. He has or- 
ganized the A. R. Schmelz & Co., with 
offices at 298 Broadway, New York, 
and will act in the capacity of a man- 
ufacturers’ representative, selling cut- 
lery to the jobbing trade. 

The new selling organization is at 
present representing the Schimkat Cut- 
lery Co., Tipton, Ind., makers of solid 
steel shears; the Flexible File Co., Fre- 
mont, Ohio, makers of flexible files, 
tweezers and manicure implements; 
Baldwin Cutlery Co., Tidioute, Pa., 
makers of pocket knives, and the Alle- 
gretti Mifg. Co., Geneva, N. Y., manu- 
facturers of razor strops. The com- 
pany also handles a line of razors, bar- 
bers’ shears, nail and cuticle clippers. 

Mr. Schmelz was himself a traveling 
cutlery salesman for 20 years and will 
be quite helpful in directing the men 
who will travel for the company which 
bears his name. 


George Blair, formerly general man- 
ager of the Pennsylvania Rubber Co., 
Philadelphia, is now associated with 
the Trexler Co., Philadelphia. 
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The Value of Broader Viewpoint 


ness to-day is the individual viewpoint 

—the tendency of the average man to 
judge the whole world according to his own 
environment. 


() i of the greatest impediments of busi- 


If business men could but view conditions 
from the collective rather than the individual 
standpoint, the stock of the pessimist would 
drop fifty per cent over night. 


From the general viewpoint, we are a long 
way from being bankrupt. The resources of 
this country—its assets—are more than ten 
times its liabilities. We owe 24 billions and 
have a net worth of approximately 300 billions. 
A banker would consider us a gilt edge risk— 
collectively. 


Viewed collectively, business is now on the 
up grade. True, there is a long steady climb 
ahead, but we are slowly and surely getting 
back to the plane we call normal. 


We won’t climb that hill in a minute, or a 
day, or a week. It will probably be months be- 
fore the adjustments are completed, and we 
reach the top, but colleetively we are on the 
way. 


Just now the customary summer dullness 
seems greater than ever before, mainly because 
we still find ourselves comparing to-day’s busi- 
ness with that of the peak. We have not yet 
schooled ourselves to think in normal terms. 


From the collective viewpoint the approach 
of fall already foretells greater business activ- 
ity. Three months ago the farmer was in the 
dumps. To-day he is mo optimistic than the 
average business man. Farm production gen- 
erally bids fair to be heavy despite some reduc- 


tion in acreage. The farmer has adjusted him- 
self to conditions and gone ahead. 

The relative purchasing power of farm pro- 
duce as compared to the commodities the farmer 
buys is greater now than at any time since last 
fall. It will continue to grow. As the purchas- 
ing power of the farmer improves, business is 
sure to improve. 

From the farms there also-comes another in- 
dication of business betterment. Thousands of 
men are now at work in the harvest fields and 
soon thousands more will join them. Farm 
wages are being figured in millions of dollars— 
dollars that are already beginning to work their 
way back into trade channels. Meanwhile early 
crops are bringing tidy cash sums to the pro- 
ducer with which he can buy and pay for needed 
merchandise. 


The dairy farmers are generally in good finan- 
cial condition. While prices of dairy products 
have taken an appreciable drop, the producing 
costs of those products has taken a similar 
drop. The dairy farmer is the recipient of a 
steady income, the buying power of which is 
steadily growing. 

Meanwhile there is a very noticeable better- 
ment in the condition of the so-called “white 
collar” man. There is a vast army of men 
whose salary during the inflation period did 
not keep pace with their expenses. Now their 
costs are decreasing, and their dollars are daily 
growing larger. They are buying, and their 
collective purchases are having a marked effect 
on business. 

Collectively we are not in a bad way at all. 
What we need most is a combination of collec- 
tive viewpoint and individual effort. 

Let’s go. 
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Congress to Expedite Revenue Legislation 


Leaders Are Heeding Demand of Business Men — Bonus 
Legislation Opposed Will Probe Parcel Post to Find Its Cost 


By W. L. CROUNSE 


Y dint of free use of whip and 
B spur, the House leaders have man- 

aged to keep the tariff debate up to 
a very fast schedule and the measure 
will probably be finally voted upon and 
sent to the Senate about the time this 
issue of HARDWARE AGE reaches its 
readers. Strong-arm methods have 
been necessary, of course, but in this 
respect the Fordney bill is no excep- 
tion to the rule that has prevailed in 
Congress since the McKinley Act of 
1890. 

After all, the Senate is the deliber- 
ative body of the American Congress 
and it is perhaps fortunate for the 
country that the House with its 435 
members long ago abandoned the rule 
of unlimited debate. But for the up- 
to-date system of debate control now 
in use, Congress would sit continuously 
year in and year out and the dear peo- 
ple would wait indefinitely for legis- 
lative reforms. 


Senate Leaders Speed Up 


The Senate leaders are deeply im- 
pressed with the demand of business 
men throughout the country for early 
action concerning readjustment of in- 
ternal revenue taxation and will do 
everything in their power to force this 
issue to the front, even going so far, 
if necessary, as to sidetrack debate on 
the tariff bill until the internal rev- 
enue revision has been completed. 

In this work, the Hopse leaders will 
co-operate, as it is now generally con- 
ceded that the Ways and Means Com- 
mittee made a mistake in giving the 
tariff precedence over internal revenue 
as an emergency reform proposition. 

From present indications, both Sen- 
ate and House committees may give 


simultaneous consideration to the re- 
vision of the war revenue act. The 
Ways and Means committee will take 
the matter up as soon as the tariff bill 
is passed but will place a drastic lim- 
itation on public hearings as they are 
not regarded as necessary in view of 
the time devoted to this subject last 
winter when Treasury officials and nu- 
merous economists, bankers, and 
others were heard at length. 

The hearings to be given at this time 
will probably be confined to individ- 
uals and corporations directly inter- 
ested because of the fact that they are 
paying obnoxious taxes which they 
desire that Congress shall _ repeal. 
These taxes include excess profits and 
imposts on so-called luxuries, the med- 
icine tax, the tax on soft drinks and 
other similar levies which either bear 
heavily upon taxpayers or which cost 
the Government too much to collect. 


That Sales Tax Again 


No phase of the proposed internal 
revenue tax revision is of more gen- 
eral interest than the substitution of 
the sales tax for the excess profits levy. 
It is a curious fact, however, that, in 
spite of the rather extended discussion 
on this subject, it is difficult to find a 
conservative observer here who will 
venture an opinion as to what Congress 
will do in the matter. 

Several sales tax bills have been 
brought forward in the House and 
their authors have spent much time in 
the effort to ascertain the amount of 
backing they can command. Members 
appear to be reluctant to express them- 
selves on this subject, however, and all 
that can be said is that at the present 
writing no one of these measures is 


70 


favored by a majority of the members 
of the House. 

Early in the present session several 
of the House leaders, without giving 
much thought to the subject, reached 
the conclusion that it would be bad 
politics to repeal the excess profits tax 
at the same time imposing a sales tax. 
The argument was that the excess 
profits tax was paid by wealthy cor- 
porations while any kind of a sales 
tax would be paid by the masses of the 
people. 

Of course, what the leaders had in 
mind was that a sales tax would hit 
the pockets of more voters than are 
now adversely affected by the excess 
profits levy. Politicians frequently find 
themselves counting votes and do not 
always consider the national welfare. 


Oppresses Small Corporations 


The advocates of the sales tax do 
not accept the statement that the ex- 
cess profits tax is “being paid by rich 
corporations.” As a matter of fact, 
while this was true during the war, It 
is far from true to-day. The excess 
profits tax is now hung like a millstone 
around the necks of the small and con- 
servatively capitalized corporations 
which made very moderate profits dur- 
ing the war and which would be pay- 
ing no tax to-day if they could have 
watered their capital prior to 1913 on 
the same basis as the big hundred-mil- 
lion-dollar corporations organized dur- 
ing the years between 1900 and 1913. 

I am advised that the Senate Finance 
Committee will not devote much time 
to the hearings on the sales tax ques- 
tion. This committee has already heard 
the chief champions and opponents of 
this method of taxation, and further 
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consideration of the problem will prob- 
ably be limited to the executive ses- 
sions of the committee. 

Senator Smoot of Utah, who is the 
author of the most important sales tax 
bill now pending, is as confident as 
ever that a sales tax law will ulti- 
mately be enacted but he is prepared 
for a long and tedious campaign. He 
will have to win over much opposition 
in both houses.- 


The Bonus Controversy 


The public men who have had the 
courage to come out boldly in opposi- 
tion to the enactment of the soldiers’ 
bonus law at the present session are 
being roundly abused by many self- 
appointed champions of the soldier. 
The soldiers themselves, with a few ex- 
ceptions, appear to be taking a patri- 
otic view of the matter and seem to 
feel that even if they are entitled to 
a service bonus it is no time to urge 
this claim when the Government is 
straining every nerve to curtail expen- 
ditures and enforce economies. 

Great credit is due Secretary of the 
Treasury Mellon for the courageous 
fashion in which he tackled this prob- 
lem in a characteristically direct letter 
forwarded to Senator Frelinghuysen a 
few days ago. Placing the estimated 
cost of the bill to the taxpayers at 
somewhere between $1,500,000,000 and 
$5,250,000,000, probably about $3,300,- 
000,000, Secretary Mellon, in one of 
the most serious communications, for- 
mal or informal, which has been ad- 
dressed to Congress since the declara- 
tion of war, served frank notice upon 
the country that even without expend- 
itures for adjusted compensation -for 
the soldiers of the great war “there is 
grave danger that the necessary ex- 
penditures of the Government in the 
near future will exceed its receipts, 
thus leaving deficits to be met by new 
taxes or further borrowing.” 


Mellon’s Plain Words 


Secretary Mellon used plain words in 
his declaration that the imposition of 
these vast additional liabilities would 
create a serious situation. He found 
the most disturbing feature of the bill 
In a plan to postpone actual payment 
which he believed would commit the 
country to a “stupendous indetermin- 
ate liability which would have to be 
carried through later on, however em- 
barrassing it might be.” 

The passage of the bonus bill, the 
Secretary said, “would swell the cost 
of Government and virtually defeat the 
Administration’s program of economy 
and retrenchment. Such a project, he 
declared, could be financed only by add- 
ing to the nation’s burden of debt and 
taxation. To finance these vast pay- 
ments would gravely complicate the 
refunding operations of the Govern- 
ment, would seriously affect outstand- 
ing Government securities and_ still 
further depress Liberty bond issues 
held by the masses of the people. 

With these dangers facing the coun- 
try, Mr. Mellon declared very impres- 
sively that “this is no time to impose 
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several billion dollars of new liabili- 
ties on an _ already overburdened 
Treasury.” 


Would Aid All Sick and Wounded 


Administration officials and Congres- 
sional leaders of both houses strongly 
favor the most liberal appropriations 
for the care of the wounded, sick or 
disabled soldiers and their immediate 
dependents. There is no division of 
opinion on this score but the feeling is 
growing, not only in Washington but 
everywhere throughout the country, 
that a bonus for service during the 
war, in which no disability was in- 
curred, is a luxury which the country 
cannot afford and which would impose 
an intolerable burden upon already 
overloaded taxpayers. 

The National Chamber of Commerce 
which has frankly opposed the soldiers’ 
service bonus on the score that it would 
disastrously affect the business inter- 
ests of the entire country is coming in 
for a good share of the same criticism 
that is being leveled at Congress by 
would-be friends of the ex-soldiers. 
The Chamber, however, is_ sticking 
gamely to its position and in order 
that there may be no misunderstand- 
ing concerning its attitude it makes 
the following formal announcement: 

“Because of legislation under dis- 
cussion in the Senate on behalf of the 
uninjured veterans of the World War, 
the Chamber of Commerce of the 
United States desires to emphasize its 
policy regarding soldier legislation in 
the following particulars: 


National Chamber’s Policy 


“1, Legislation should first be 
passed for prompt and adequate relief 
for injured veterans. 

“2. Provisions for uninjured vet- 
erans should not be considered until 
provision has been made for our in- 
juréd soldiers. 

“This attitude of the National Cham- 
ber was determined at our annual 
meeting, by a vote of delegates from 
our membership, which comprises over 
fourteen hundred commercial and trade 
organizations. 

“After adequate legislation for the 
care of injured veterans has been en- 
acted, it is our belief that the provi- 
sions should have constructive purpose 
and should not include the cash bonus 
or the equivalent certificate plan. 

“The provisions of S. 506 with re- 
spect to veterans’ rights as to lands 
are not sufficient for a constructive 
purpose. 

“Adequate provisions to assure the 
accomplishment of constructive pur- 
poses will in themselves require large 
outlays of public funds. Expenditures 
for these purposes will entail a heavy 
burden. P 


Would Add Much to Burden 


“Added provisions for a cash bonus 
or the certificate plan will greatly in 
crease this burden. The minimum 
estimate of the cost under the bill 
before the Senate, (S. 506) exceeds 
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the total annual appropriations made 
for the cost of Government for the 
fiscal years 1915 and 1916. 

“The maximum estimates of the 
cost of this bill exceed the total annual 
appropriations for running the Gov- 
ernment for the six years from 1912 
to 1917 inclusive. ° 

“This legislation is brought before 
the Senate at a time when the expenses 
of the Federal Government are still 
running very high. In the eleven 
months ending with ,May, 1921, they 
have exceeded by $2,700,000,000 the 
total appropriations for the fiscal year 
1914—an average before-the-war year. 

“This excess of $2,700,000,000 is 
more than the total appropriation made 
for running the Government for the 
four years from 1913 to 1916. 

“The needs of the injured veterans, 
however, have, in our opinion, first 
claim upon Congress and the nation.” 


A Mortgage on Every Family 


Figures like those quoted by the 
Chamber bring home to every citizen 
and taxpayer the weight of the bur- 
dens now being carried as a legacy of 
the war. It is difficult to realize that 
the great conflict has laid a mortgage 
approximating $55,000,000 on every 
Congressional district of .the country, 
but these figures are quite comprehen- 
sible when they are analyzed to show 
that this means a rate of $1,135 on 
every family in the United States. 

Every State in the Union, save six, 
has taken action on legislation bene- 
ficial to the veterans of the late war. 
These benefits range from the estab- 
lishment of soldier settlement boards 
to state loans for education purposes, 
free ; scholarships in state normal 
schools, colleges and universities; loans 
for reclaiming land and providing rural 
homes; aid in the purchase of farm 
machinery and live stock; in securing a 
business or trade apprenticeship, in- 
cluding tools; up to loans amounting 
to as much as $10,000. 

With these facts in view the bus- 
iness men of the country feel that they 
will incur the enmity of no fairminded 
ex-soldier if the proposition for the 
payment of a service bonus is inde- 
finitely postponed. 


Hays to Investigate Parcel Post 


Postmaster General Hays has or- 
dered an investigation, the results of 
which will be awaited with great in- 
terest by every merchant in the land. 
It is his purpose to find out whether 
the parcel post rates of postage meet 
the cost of the service or whether the 
taxpayers of the country are being 
saddled with an extra burden for the 
benefit of the patrons of this branch 
of the postal service. 

Everybody now knows thaty how- 
ever much of a convenience the parcel 
post may be from the standpoint of the 
general public, the chief beneficiaries 
are a few big mail-order houses that 
use it as a delivery system. These 
concerns have made millions out of the 
parcel post for years since it was in- 
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augurated, and they can be relied upon 
to oppose any plan that will involve 
either an increase in the postage rates 
or the restrictions upon the limits of 
size or weight of parcel post packages. 


No Data Now Available 


The Government is now without the 
slightest data to determine the ques- 
tion as to whether or not the parcel 
post is self-supporting. We have «to 
thank Mr. Burleson for that fact as it 
was he who abandoned the use of the 
distinctive stamp which would have 
given the post-office department an 
accurate line on the revenues from 
this branch of the service. 

But even if the department knew 
how much money was spent for stamps 
by patrons of the parcel post, it could 
only guess -at the cost of the service. 
Just how Mr. Hays plans to arrive at 
any conclusion on this point is probably 
the most serious aspect of the entire 
problem. 

There should not be much difficulty in 
ascertaining the cost of the actual 
transportation of the parcel post by 
rail, steamship, etc., but who shall say 
what part of the cost of operating mail 
terminals, local post offices, free col- 
lection and distribution systems, etc., 
may properly be debited to this service? 

Surely Mr. Hays has tackled a big 
job. 


HARDWARE AGE 


A preliminary statement of the 
1920 census of manufactures for ,the 
three related industries, ammunition, 
firearms and ordnance, has been issued 
by the Bureau of the Census, Depart- 
ment of Commerce. It consists of a 
detailed statement of the value of the 
various products manufactured both in 
commercial and governmental estab- 
lishments during the year 1919. 

The figures are based on returns 
from 42 commercial establishments 
engaged primarily in the manufacture 
of ammunition, with products valued at 
$88,038,000; 26 with the manufacture of 
firearms, with products valued at 
$30,181,000; and 26 ordnance and acces- 
sories, with $69,496,000. In addition 
there were large productions, as sub- 
sidiary products, by establishments en- 
gaged primarily in other lines of man- 
ufacture, viz., ammunition to the 
amount of $43,693,000 by 39 establish- 
ments; firearms, $529,000 by 5 estab- 
lishments; and ordnance and_  acces- 
sories, $46,922,000 by 27 establishments. 
The total value of products of the 
commercial establishments for these 
related industries, inclusive of the by- 
products from other industries, was 
therefore $278,859,000. 


Distribution of Plants 


The commercial establishments in 
the respective industries are distributed 
by States as follows: Ammunition, 
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(42); Pennsylvania 10, Massachusetts 
6, New Jersey 5, California, Connecti- 
cut, New York, and Ohio, 3 each; 
Indiana and Minnesota, 2 each; and 
Colorado, Illinois, Maryland, Michigan, 
and Rhode Island, 1 each. Firearms 
(26) ; Connecticut 9, New York 7, Mas- 
sachusetts 5, Pennsylvania 2, and 
Illinois, Michigan and New Jersey 1 
each. Ordnance (26); Connecticut, 
Massachusetts and New York, 4 each; 
Ohio and Wisconsin, 3 each; Michigan, 
New Jersey, and Pennsylvania, 2 each, 
and Maryland and Indiana, 1 each. 

The Federal Government manufac- 
tured similar products at 11 establish- 
ments to the value of $90,115,000 (am- 
munition and firearms $37,173,000; 
ordnance and accessories, $52,942,000). 
The aggregate value of the products of 
all establishments, commercial and 
governmental, was $368,974,000. 

Some interesting details regarding 
the output of this industry during the 
census year referred to are supplied 
by the Bureau. They all show large 
advances over the preceding census 
year. 

Shotguns were manufactured in 1919 
to the value of $6,174,000, rifles 
$7,894,000, aad pistols and revolvers 
$12,561,000. 

Cartridges for small arms were pro- 
duced to the value of $14,462,000, while 
the output in paper shells was $14,- 
789,000. 


Coming Hardware Conventions 


NEw YORK STATE RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Rochester, Feb. 21, 22, 23, 24, 
1922. Exhibition at Exposition Park. 
Headquarters and sessions at Powers 
Hotel. J. B. Foley, secretary, 412-413 
City Bank Building, Syracuse. 

WESTERN RETAIL IMPLEMENT, VE- 
HICLE AND HARDWARE ASSOCIATION 
CONVENTION, Kansas City, Jan. 17, 
18, 19, 1922. Headquarters, Coates 
House. Sessions in Century Theater. 
H. J. Hodge, Secretary, Abilene, Kan. 


MICHIGAN RETAIL HARDWARE ASSO- 
CIATION CONVENTION AND EXHIBITION, 
Grand Rapids, Feb. 7, 8, 9, 10, 1922. 
Karl S. Judson, exhibit manager, 248 
Morris Avenue, Grand Rapids. A. J. 
Scott, secretary, Marine City. 


PENNSYLVANIA AND ATLANTIC SEA- 
BOARD HARDWARE ASSOCIATION, INC., 
CONVENTION AND EXHIBITION, Phila- 
delphia Commercial Museum, Philadel- 
phia, Feb. 13, 14, 15, 16, 17, 1922. 
Sharon E. Jones, secretary, 1314 Ful- 
ton Building, Pittsburgh. 

HARDWARE ASSOCIATION OF THE CARO- 
LINAS CONVENTION, Winston-Salem, 
N. C., May 9 10, 11, 1922. TT. W. 
Dixon, secretary-treasurer, Charlotte, 
N. C. 

PACIFIC NORTHWEST HARDWARE AND 
IMPLEMENT ASSOCIATION CONVENTION, 


Davenport Hotel, Spokane, Wash., Jan. 
17, 18, 19, 20, 1922. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, 
Wash. 


OREGON RETAIL HARDWARE AND IM- 
PLEMENT DEALERS’ ASSOCIATION CON- 
VENTION, Imperial Hotel, Portland, Jan. 
24, 25, 26, 27, 1922. E. E. Lucas, sec- 
retary, Hutton Building, Spokane, 
Wash. 


INDIANA RETAIL HARDWARE ASSOCIA- 
TION, INC., CONVENTION AND EXHIBI- 
TION, Athenaeum Hall, Indianapolis, 
Jan. 24, 25, 26, 27, 1922. G. F. Sheely, 
secretary, Argos. 

KENTUCKY HARDWARE AND IMPLE- 
MENT ASSOCIATION CONVENTION, Jeffer- 
son County Armory, Louisville, Jan. 27, 
28, 29, 30,1922. J. M. Stone, secretary, 
Sturgis. 


WEST VIRGINIA HARDWARE ASSOCIA- 


TION CONVENTION AND EXHIBITION, 
Wheeling, Jan. 31, Feb. 1, 2, 1922. 
James B. Carson, secretary, 1001 


Schwind Building, Dayton, Ohio. 


NEBRASKA RETAIL HARDWARE ASSO- 
CIATION CONVENTION, Lincoln, Feb. 7, 
8, 9, 10, 1922. George H. Dietz, sec- 
retary, 414-417 Little Building, Lincoln. 

IowA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Des 


Moines, Feb. 7, 8, 9, 10, 1922. Exhibi- 


tion at the Coliseum. A. R. Sale, secre- 
tary, Mason City. 


WISCONSIN RETAIL HARDWARE AsSO- 
CIATION CONVENTION AND EXHIBITION, 
Milwaukee, Feb. 8, 9, 10, 1922. P. J. 
Jacobs, secretary, Stevens Point. 


ILLINOIS RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Sherman, Chi- 
cago, Feb. 14, 15, 16, 1922. Leon D. 
Nish, secretary, Elgin. 


MINNESOTA RETAIL HARDWARE ASSp- 
CIATION CONVENTION, St. Paul, Feb. 14, 
15, 16, 17, 1922. H. O. Roberts, sec- 
retary, 1030 Metropolitan Life Build- 
ing, Minneapolis. 

OHIO HARDWARE ASSOCIATION CON- 
VENTION AND EXHIBITION, Columbus, 
Feb. 14, 15, 16, 17, 1922. Headquar- 
ters, Deshler Hotel. Exhibition, Me- 
morial Hall. James B. Carson, secre- 
tary, 1001 Schwind Building, Dayton. 

MISSOURI RETAIL HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, St 
Louis, Planters Hotel, Feb. 21, 22, 23, 
1922. F. X. Becherer, secretary, 5106 
N. Broadway, St. Louis. 


NEw ENGLAND HARDWARE DEALERS’ 
ASSOCIATION CONVENTION AND EXHIBI- 
TION, Paul Revere Hall, Mechanics’ 
Building, Boston, Mass., Feb. 21, 22, 23, 
1922. George A. Fiel, secretary, 10 


High Street, Boston. 
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Hardware Dealers Use Our Suggested “Keep Kool Kinks” Campaign 
—A Popular Lawn Mower Ad—Unique Vacation Ad—Other Ad Ideas 


The Scull, Swain & Wallace Campaign 
No. 1 (Reproduced series of ads). 
Our “Keep Kool Kinks” suggested 

hot weather campaign which appeared 
in HARDWARE AGE, issue of June 2, 
struck a responsive chord and at this 
writing, only three weeks after publi- 
cation of the idea, indications are that 
this will be a widely used summer sales 
campaign. 

Many dealers wrote us signifying 
their intention to run the full campaign 
during the hot weather. Others sent 
samples of Ad No. 1 and still others 
promise to send us the entire series as 
soon as the run is completed in their 
newspapers. ‘ 

We were especially pleased by the 
response from Messrs. Scull, Swain & 
Wallace, Sherman, Texas, which firm, 
18 days after the suggestion appeared 
in HARDWARE AGé, had not only pre- 
pared the complete campaign accord- 
ing to our outlines but had completed 
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the entire run of the ads in their local 
newspapers. We call this enterprise in 
the full meaning of the word. Repro- 
duced herewith is the entire series of 
ads and every one is a dandy. 

Now, by referring to HARDWARE AGE 
of June 2 and studying these Scull, 
Swain & Wallace ads, you can get this 
campaign into your papers quickly with 
a minimum of effort, and if you have 
not utilized this idea get busy at once 
for there are two months more of 
weather in which “Keep Kool Kinks” 
will be welcome news to housewives. 

To indicate the pulling power of 
these ads, we reproduce verbatim, the 
letter received from J. J. Scull of the 
firm: 

Sherman, Texas, June 21, 1921. 
Editor HARDWARE AGE, 
New York City. 
Dear Sir: 
Taking your tip in the June 2 issue 
of HARDWARE AGE, we have used the 
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1. A complete hot weather campaign. 
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attached series of “Keep Kool Kinks” 
during the last six days and send 
them along to you hoping that they 
will look, in real use, as well as you 
thought when you sketched them in 
your office. We believe that they 


“Keep Kool Kinks’ | 


1. Buy an electric iron— 





cs Take every heat 


wave out of ironing 
day. The American 
Beauty Electric Iron 
puts the heat in the 
iron—not in the 
room. Heats in- 
stantly. Handle is 
shaped to give firm 
grip. 


“Keep Kool Kinks” 
Make Warm Weather 
House Keeping a Joy 


(1) Electric Irons 
(2) Elactric Fans 
(3) Electric Grills 
and Toasters 

(4) Fireless Cookers 
(5) Vacuum Cleaners 


Guaranteed to give 
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. Initial ad in the Howard hot weather 
drive . 


have been effective as we have had 
good sales of some of the items dur- 
ing the time and have had some to 
refer to the “Irons and fans that 
they saw us. advertising.” We 
“copy” quite a good many good ideas 
from your department and get a 
great many useful suggestions. 

Yours for more good ammunition 
to go after the game with. Very truly, 

SCULL, SWAIN & WALLACE, 

Per J. J. Scull. 


The Scull, Swain & Wallace cam- 
paign was carried out exactly as we 
suggested. Note that the slogan “Keep 
Kool Kinks” appears at the top of each 


ad and that each ad is numbered and 














THE LAWN, LAWN TRAIL. 


There's a lawn lawn trail a winding 
About the house where you dwell 
Where the lawn, lawn crass is growing 


In the sunshiae'’s spel! 


There's a lawn, lawn mower waiting 
In our store, sharp and true 
Till the time when it goes mowing down 


law lawn trail for you 
to Howard's, Mt. Vernof, N. Y.) 


Let That Lawn, Lawn Mower Re a Pennsylyania, 











Pennsylvania, 3r.—5 knives, 17 Inch cut, 10 inch 
wheels, ball bearing, licht running, easy 
cuttipg --.-------- - sw 00 
THE 
Red Cloud__Of the Pennsylvania far 4 knives 
16 inch cut, 10 inch wheels ball bearing--816.50 
WINCHESTER 
Panama—Also of the House of Pennsylvania; 4 
knives, 16 inch cut $13.08 
sone Our stock of torts for the lawn and garden Is quite 
complete, Come down, 
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3. The season’s most popular mower 


copy 


the subhead featuring the item. Also 
that cuts are used in the position sug- 
gested in each case and that in every 
ad the panel listing the six suggestions 
appears. 

The only variation from our sugges- 
tions was one of detail. Six items were 


used instead of eight. The phrase 
“Watch Our Windows” was omitted 
presumably because the speed with 


which the campaign was put into the 
papers left little time for window 
trimming. 

The copy in these six ads is excellent. 
We feel that the firm will notice the 
results of these ads for several weeks 
to come. 

The Howard Campaign 

No. 2 (2 cols. x 6 in.) 

The “Keep Kool Kinks” campaign of 
the Howard Hardware Store, Mt. Ver- 
non, N. Y., is under way and we show 
herewith the first ad in the series. 
William Ludlum, ad director for the 
store, pencils across the bottom of his 
first ad: “Thank YOU for the sug- 
gestion.” 

Comparison of this ad with the sug- 
gested ad in HARDWARE AGE for June 
2 shows that Mr. Ludlum has followed 
the sample ad in every detail with the 
exception of the iron cut which prob- 
ably was out of stock, so a “hand” was 
substituted which is better than leav- 
ing the space blank. 

We presume Mr. Ludlum tied up the 
store windows with the campaign as he 
uses the slogan: “Watch Our Win- 
dows.” 

In our next issue we’ll show you how 
some other dealers ran this campaign 
but in the meantime get in the game 
yourself and don’t let August pass by 
without these ads appe aring in your 
newspapers. Remember that during 
hot weather the most readable news is 
“How to keep cool.” 


A Famous Lawn Mower Ad 
No. 3 (2 col. 
Being an adman all our life, we can 


x 6 in.) 


HARDWARE AGE 


appreciate that inspirations don’t come 
every day, so we are always glad to 
grab one from a hardware man and 
pass it along. 

William Ludlum had an _ honest-to- 
goodness inspiration when he wrote the 
“Lawn, Lawn Trail,” for this lawn mow- 
er ad has been reprinted so many times 
we’ve lost track of the actual number. 
We see it in store papers, in ads, in 
circulars and the other day we got a let- 
ter from C. B. Knighten, secretary of the 
Blakey-Clark Hardware Co., inclosing 
the ad reproduced herewith and saying: 
“Say! Ludlum’s ‘Lawn, Lawn Trail’ ad 
in the last issue of HARDWARE AGE is 
a corker!” That’s how HARDWARE AGE 
readers grab off inspirations. So fel- 
lows, when you throw off inspirations, 
save a copy for us. 

Mr. Ludlum is adman for Howard’s, 
Mount Vernon, N. Y. 


An Effective Vacation Ad 


No. 4 (3 cols. x 10 in.) 


Kaufman’s Hardware Store, Ander- 


July 21, 1921 


son, Ind., sent us this vacation ad which, 
among other things, features the motor 
crib, an item which is selling fast just 
now, for warm weather and carrying a 
baby on one’s lap don’t go well together. 
This crib assures solid comfort to the 
baby as well as to all the occupants 
of the rear seat. If you advertise 
these cribs you will sell them. 

The second item in this announce- 
ment is the suitcase outfit for the mo- 
torist. The cut and copy give the 
reader an excellent idea of this outfit, 
and the price, while representing some- 
thing of an outlay, is first and only 
cost and furthermore is not high when 
it is taken into consideration that the 
outfit includes many single items that 
must be taken on a camping tour. 

Hammocks form the subject of the 
third division of this vacation ad, and 
the copy here is well worth reading. 
In conjunction with the excellent cut, 
this copy certainly makes one want to 
swing a hammock on the porch or lawn 
during these warm days, 
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Mother. 


jolt and Baby will 
or short trips. 


Come in and see for y 
e “Gordon” really is. Price . 





Weight 35 pounds. 


trattive hammocks hung under a sh 
C-0-0-L and they 


very reasonable prices below. 





The Gordon Motor Crib 


Takes Care of Baby on Motor Trips 


The Gordon Crib brings new motoring comfort 
It is easily attached to any size touring car and when not in use 
can be folded up against the rear of the front seat. 

The special spring construction of the crib makes it absorb all jar and 
sleep on peacefully. 
likes either to drive or to more thoroughly enjoy the scenes on the tour 


ourself how sturdy and teens 


For the Tgurist or Vacetionist— 


The Auto Kamp Kook Kit does away with all fussing and 
mssing with smoky camp fires. 
want to and every mea! will be looked forward to. 


FOUR PARTY SUITCASE OUTFIT 


is specially designed for four people—is completely equipped with 
the very best of knives, forks, cups, plates, etc. and has a gaso- 
line stove with two burners. 
The case is made of 22 gauge steel, enameled in crystal black with 
nickel trimmed fittings 


Price ae. Sncipetnncesteceins ited $45. 00 


Summertime is Hammock time 


On hot summer afternoons when you wished you were 
at the beach or at the North Pole—one of our strong at- 
@ tree or on the porch 
will bring you lots of comfort. They’re comfortable, they're 
are made to hold the largest person. We 
are showing them in many colors and designs. 
You can’t afford to be hot. 


BEN-HUR HAMMOCKS 


$3.40 $4.15 $4.50 $5.00 $5.85 
“Kaufman’s” 


THE HARDWARE STORE 


to both Baby and 


This leaves Mother t6 do as she 


$12.50 


You eat when and where you 


Special compartment for Linen. 


Size 64x12x24 inches. 





Note the 
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4. Here’s a vacation ad that will sell the goods 
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MARKET REPORTS 


on TRADE CONDITIONS 


IN HARDWARE, IRON AND STEEL, ETC. 


A REVIEW OF THE WEEK’S BUSINESS, WITH NOTES ON TENDENCIES PREVAILING IN VARIOUS TERRITORIES 











Office of HARDWARE AGE, 
239 West 39th Street, 
New York, July 18, 1921. 
URING the month of June 
there was much speculation on 
the part of local jobbers re- 
garding the effect that the numerous 
price changes expected July 1 would 
have on the market. Some held that 
the arrival of these revisions would 
witness increased buying activity on 
the part of dealers, who for many 
months had been buying only for cur- 
rent needs. Others less optimistic 
thought that even the “hand-to- 
mouth” buying that has characterized 
recent market conditions would con- 
tinue irrespective of price reductions. 

Local jobbers seem to believe that 
the July 1 reductions represent the 
bulk of the summer changes. 

It is said that Aug. 1 will prob- 
ably bring on a few changes that were 
not announced July 1. , 

Generally speaking reports indicate 
that the recent price changes have not 
as yet had much effect on the local 


market. Dealers seemed to have 
taken the reductions without addi- 
tional interest or orders. The con- 


tinued hot weather, however, is said 
to have resulted in more buying ac- 
tivity for ice cream freezers, garden 
hose and sprayers and sprinklers. 

Among current price revisions of 
importance are the following: In 
the body of this report will be found 
additional changes noted in bold face 
type. 

The J. A. Harris Mfg. Co., Green- 
field, Ohio, announces a reduction in 
prices effective July 1, 1921, on 
“Never-Fail” oil and gasoline cans, as 
follows: 5-gal. size, $15 per doz,; 3- 
gal. size, $13 per doz. f.o.b. factory. 
Special prices in carload lots. This 
company further states that it will 
guarantee these quotations against de- 
cline until Jan. 1, 1922. 

Friction tape has been reduced 2c. 
a |b. 

Expansion bolts have been reduced 
about 15 per cent. 


Lag screw. shields and_ screw 
anchors have been reduced about 15 
per cent. 


‘Machine screw shields have been 
reduced approximately 10 per cent. 

Wood screws have been reduced 
approximately 16 2/3 per cent, as will 
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NEW YORK 


be noted by the new quotations given 
under the heading of screws in this 
report. 

Zinc plated galvanized points, in 
Y,-lb. papers, are 19c. per lb. 

Stewart horse clippers, No. 1, are 


quoted at $12 with a discount of 25 


_ per cent (extra). 


Spring cotters now take a discount 
of 8712 per cent. 

Iron rivets, 50 and 10 per cent. 

Russell Jennings auger bits, list less 
5 per cent. 

Russell Jennings auger bit 
32’, per cent and 4 per cent. 

Zimmerman blind adjusters, list less 
74% per cent. 

Speedy stitchers are quoted at $6.75 
per doz. 

Brass blind tenons 
$1.10 per doz. 

Black and galvanized screen cloth 
has been subjected to a 20c. reduc- 
tion. 

Jobbers report that they have re- 
ceived notification. from the. follow- 
ing manufacturers regarding prices: 

Smith & Hemenway Co., Irvington, 
N. J., will issue a new price list on 
Red Devil tools shortly. 

Bissell Carpet Sweeper Co., Grand 
Rapids, Mich., announces that it will 
hold present prices for the balance of 
the present year. 

Automobile Accessories.—Although 
the market is fairly firm on accessories, 
there seems to be a falling off of orders 
on the general line. Business in spe- 
cialties is being done on a very large 
scale. Dealers seem to be doing bet- 
ter than the wholesale houses. 

Axes.—At the present this line is 
rather dull, and jobbers report only 
small sales. No change in price is ex- 
pected. 

Jobbers’ quotations f.o.b. New York: 

House axes, ebony finish, 2% Ib., $12 
doz. 

“Fall City’ axes, 2% Ib., $13.50 per doz 

Long Island handled axes, 2% to 2% Ib., 
$19.60 per doz. 

Second quality, 26 in. handle, 4 to 
$19 per doz. 

Flint edge, 
$20.75 per doz 

Connecticut pattern, 
»% Ib., $19.60 per doz. 

Bolts and Nuts.—Interest for bolts 
and nuts is consistently mild and stocks 
apparently are in good condition. 


sets, 


are quoted at 


per 


5 Ib., 


Rockaway pattern, 4 to 5 Ib 


handled 


axes, 3 to 


Jobbers’ quotations f.o.b. New York: 

Common carriage bolts, ay x 6 and 
smaller, 50 per cent to 50 and 5 per cent 
longer and thicker, 45 per cent to 45 and 


cent. 


per 


75 


3 x 4 and smaller, 50 and 
10 and 5 per cent; larger 


Machine bolts, 
10 per cent to 50, 


and thicker, 50 per cent to 50 and 5 per 
cent. 

Semi-finished hexagon nuts, 9/16 and 
smaller, 75 and 10 per cent to 75 per cent; 
larger and thicker, 70 per cent. 

Tinners’ rivets, 60 per cent. 

Hexagon machine screw nuts, iron, 20 
per cent; brass, 4/32 to 8/32 in., 50 and 10 
per cent; 10/32 toe 12/32 in., 40 per cent 
14/32 in., 30 per cent 

Lock washers, 40 per cent 

Toggle bolts, steel, bright finish, and 
10 per cent. 

Iron rivets, 5 and 10 per cent copper 
rivets, 50 and 5 pér cent. 

Builders’ Hardware.—A _ slight but 
consistent demand for builders’ hard- 


ware reported last week seems to be 
continuing. This is particularly true 
with dealers in suburban and Long 
Island towns. 

Coffee Mills.—With a fair stock and 
a light demand, coffee mills, jobbers 
say, are not expected to take any re- 
vision in price for the present at least. 





Jobbers’ quotations f.o.b. New York 
Coffee mill, glass hopper, metal parts 
japanned, holds 1 Ib. coffee, $11 4 doz 
Same, slightly different shape, $14.25 per 
doz, 


Farming Tool Handles.—Local stocks 
are apparently adequate for the rather 
light demand that holds for this class 
of goods. It is thought that within 30 
days more interest will be manifested 
by dealers. Prices are firm. 











Jobbers’ quotations f.o.b. New York 

Hay fork handles, bent, 5 ft., $5.85 plus 5 
per cent; 6 ft., $7 per hay 
fork handles, f $4.20 per doz., 
plus 5 per cent; 6 ft., $6.70 per doz., less 
5 per cent. 

Long handle manure fork handle, $4.40 
per doz., plus 5 per cent; woods ) manure 
fork handle, $6.90 per doz., plus 5 per cent 
Six-ft. rake handle, $6.20 per doz., less 5 
per cent ‘ 

Shank rake hoe handles, $3.40 per doz., 
pius 5 per cent Spade handles, $7.10 per 
doz., plus 5 per cent. Malleable D spading 
ferk handle, $5.75 plus 5 per cent Wooden 
D spading fork handle, $6.90 plus 5 per 
cent 

Farming tool handles enerally are 
quoted in this section at discount of 5 per 
cent 

ick, sledge, hammer and hatchet han- 
ad + are quoted discount of 5 per cent 

Galvanized Ware.—The rumors that 


large manufacturers of galvanized 
sheets made reductions to a level set 


by the Bethlehem Steel Co. was gen- 
erally confirmed by local jobbers this 


week. The market at present is rather 
dull. 
Prices to retailers, f New York 
Galvanized sheets, No. 28 gage, $ ’ to 
7 per 100 Ib. 
Jobbers’ quotations f.o.b. New York 
Galvanized pails, 8 qt., $2.85; 10 qt., $3.20; 
12 qt., $3.50; 14 qt., $4: 16 qt., $4.8 Prices 
ire for 1 doz 
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Galvanized wash tubs, No. 1, $13.70; No. 
2, $15.20; No. 3, $18; all per doz. 


Garden Hose and Hose Reels.—The 
excessive heat during the past ten days 
has helped move the retail stock of hose 


and hose reels. Prices are unchanged. 


Jobbers’ quotations f.o.b. New York: 

Co:amon brand, % in., 4 ply, 138c. per ft. 
Same, wire bound, 13%c. per ft. Good 
Luck brand, 6 ply, 14c. per ft. Bull Dog 
brand, 7 ply, 18c. per ft. 

Hose Reels.—For fastening to side of 
house, steel reel, ircn spindle, 12 in. drum, 
$3.75 per doz. Metal hose reel, with chan- 
nel steel frame, cast iron wheels, 9 in., 
corrugated steel drum, enameled green and 
black, capacity 100 ft. of % in. hose, $25 per 
doz. Metal hose reel, with tubular frame 
and tubular steel wheels, corrugated gal- 
vanized steel drum, enameled green, 100 ft. 
capacity, $51 per doz. 


Garden Hose Nozzles.—With the sale 
of hose and hose reels on the increase 
because of hot weather, nozzles _ re- 
ceived more interest in the local mar- 
ket during the past week. 

Hose nozzles, polished cast brass, for % 
in. hose, are quoted at $7.89 per doz. 
Same, extra heavy, $8.25 per doz. 

Garden Tools.—The sale of garden 
tools is falling off with the season. 
Dealers report mild interest on the part 
of the public. 


Jobbers’ quotations f.o.b. New York: 

Spading forks, 11 in. angular tines, 
forged from crucible steel, steel cap fer- 
rules—4-tine malleable D handle, bronzed 
with strap ferrule, $12 per doz. Same, 
with wood handle, $15.50 per doz. Same, 
— wood handle and five tines, $24.20 per 
doz. 

Weeding hook, malleable’ iron, tin, 
enameled wood handle, $1.20 per doz., net. 
Same, three steel tines, tin, black enam- 
eled handle, $1.35 per doz., net. Same, 
three hand-forged steel prongs, grip han- 
dle, $1.40 per doz., net. 

Post hole digger, blade 9 in. long, length 
5 ft., weight 10 Ibs., $24 doz., net. 

Turf edger, cast steel blades, bronze fin- 


ish shank, 4% ft. handle, socket style, 
$12.03 per doz., net. Same, shank style, 
$10.85 per doz., net. 

Standard tree pruners, forged steel 


blade, with 2 in. curved cutting edge, steel 
drawing rod, lever handle with siee! lever 


and hardwood grip, all sizes, are being 
quoted at 20 per cent discount by local 


jobbers. 


Lopping shears, blades made from tool 
steel, 26 in. handles, $16 per doz., net. 
Ladies’ flower trowel, heavy one-piece 


steel blade, 5 in., half polished and enam- 
eled maroon stained handle, $1.25 per doz., 
net 

Garden trowels, 6 in., tinned steel blade, 
black enameled handle, $1 per doz., net. 

Florists’ trowel, heavy solid steel, 6 
blade, half polished, riveted shank, hard- 
wood handle, $1.75 per doz., net. Heavy 
one-piece steel, 6 in. blade, half polished, 
painted red, ebony finished handle, $4.35 
per doz., net; 6 in. solid socket forged steel, 
= polished, grip handle, $7.51 per doz., 
net. 

Shank hoe, riveted steel blade, assorted 
6%, 7 and 7% in., 4% ft. handle, blue finish, 
sell for $4.87 per doz. 

Same, with solid or assorted steel blades. 
6, 6%, 7, 7% and 8 in., 4%4 ft. handle, gold 
bronze finish, $8.43 per doz. 

Socket hoe, solid or assorted sizes, steel 
blades, 6, 6%, 7, 7% and 8 in., 414 ft. han- 
dle, gold bronze finish, $9.37 per doz. 


Hose 


in. 


Couplings.—Prices are un- 

changed, and interest is light. 

Jobbers’ quotations f.o.b. New York: 
Brass hose couplings, cast metal for % 
in. hose, $2 per doz., net. Same for % in. 
OSE $2 per doz., net. Clinching hose 
coupling, solid brass, clamps and _ tubes, 
ee *%4 in. hose, $2.75 per doz., net. 
mprove 


(d brass hose, connections for fau- 
cets, % x % in., $2 per doz., net. 

Ice Cream Freezers.—Sales on freez- 
ers steadied and increased noticeably 
during the recent hot spell. Prices are 
firm. 

Jobbers’ quotations f.o.b. New York: 

Arctic freezers, 1 qt., with double scrap- 
ers, $3 apiece. Same, 4 qt., $5.10 apiece. 


White Mountain freezers, duplex dasher 
and double self-adjusting scraper, outside 
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galvanized, 1 qt., $3.65 apiece. Same, 4 qt., 
$13.70 apiece. 
Auto vacuum freezers are quoted at 


$3.35 apiece in the 1-qt. size and the 4-qt. 
size about $6.70 apiece. 
Prices to retailers f.o.b. New York: 
Acme freezer, 2-qt. size, $11.50 per doz.; 
4-qt. size, $20 per doz. 


Lanterns.—At present there is little 
or no business in lanterns. Prices are 
firm and not expected to change. 


Jobbers’ quotations f.o.b. New York: 

Hy-Lo tin lanterns, $9.50 per doz. Victor 
tin lanterns, $9.50 per doz. Monarch tin 
lanterns, $9.50 per doz. Junior brass lan- 
terns, $18 per doz. Blizzard tin lanterns, 
$14.50 per doz. Buckeye dash lanterns, 
$14.75 per doz, Roadster wagon lanterns, 
$18.50 per doz. De Lite lanterns, $14.50 per 
doz. Little Wizard lanterns, $11.75 per doz. 
Eureka driving lanterns, plain lens, $19 per 
doz. Watchmen’s mill lanterns, enamel 
finish, $25 per doz. Imperial platform lan- 
terns, $9.75 each. 


Lawn Mowers. — Although scattered 
sales are still reported, the bulk of the 
lawn mower business seems about over. 
Some jobbers believe there will still be 
a little more “pick-up” business before 
the summer season is over. 


Jobbers’ quotations f.o.b,. New York: 

Common lawn mower, with 8 in. open 
drive wheel and 4-blade cutter, 12 in. size, 
$7.60 apiece. Same, 14 in., $7.80 apiece. 
Same, pipe ball-bearing lawn mower, with 


higher grade knife steel blades, 14 in., 
$10.30 apiece; 16 in., $10.70 apiece. Higher 
grades ball-bearing lawn mowers, 14-in. 


size, $12 apiece. 

Grass catchers to fit mowers, from 12 to 
16 in., are sold at $14 per doz. 

Linseed Oil.—The early part of last 
week the market showed some weak- 
ness, but toward the latter half it 
strengthened: noticeably. The sales for 
July, holders say, will probably not 
equal the volume of business done in 
June. Trading is chiefly confined to 
small consumers. 

Prices to the retailers, f.o.b. New York: 

Linseed oil, car lots, 72c. to 73c. per gal. 
Less than car lots, but more than 5 bbl, 
75c. to 76c.; single bbl. lots to 5 bbl. lots, 
80c. per gal. Boiled oil is 2c. extra addi- 
tional per gal.; double boiled oil is 3c. extra 
per gal. and oil in half bbl. lots is 5c. per 
gal. additional. 

Rat and Mouse Traps.—Little inter- 
est is being shown at present for these 
articles. No price changes are ex- 
pected for some time. 

Jobbers’ prices f.o.b. New York: 

“Out Sight” rat traps, $1.45 per doz. 
“Out Sight’? mouse traps, 75c. per doz. 
‘Victor’? mouse traps, 25c. per doz. ‘Hold 
Fast’? mouse traps, 27c. per doz. 

Nails.—Rumors prevail ‘that the mar- 
ket is negotiable, and that prices are 
being shaded. Slight reductions along 
the line will be noted in the quotations 
as given. : 

Jobbers’ quotations f.o.b. New York: 

Wire nails, $3.50 to $4 base per keg. 
Cartage 25c. extra. : 

Cut nails, $3 base per keg. Coated nails, 
$2.85 base per keg. 

Copper wire nails, 5 Ib. to a box, 1 in., 
42c. per Ib.; 1% in., 41c. per Ib.; 1% in., 2 
in., 2% in., in., 40c. per lb. Copper cut 
nails, 5-lb. hoxes, 1% in., 50c. per Ib.; 2 in., 
2% in. and 3 in., 49c. per lb. 

Naval Stores.—Rosins were a little 
firmer during the past week, particular- 
ly in the lower grades. Large buyers 
are beginning to show more disposition 
to contract ahead, but in general the 
situation is practically unchanged. Spir- 
its of turpentine is a very quiet item. 

Prices to the retailer, f.o.b. New York: 

Spirits of turpentine is being quoted at 
67\%4c. per gal. in bbls., yard basis. Rosin— 
B and D grades at $5.10; E and F grades, 
$5.15; G. grade, $5.30; H grade, $5.35; I 
grade, $5.40; K grade, $5.70; M grade, $6; 
N gerade, $6.75; WG grade, $7.35; WW grade, 
7.85. 
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Pruning and Grass Shears.—Dealer 
interest is beginning to slacken on both 
of these items, particularly on pruning 
shears. Prices are unchanged. 


Jobbers’ quotations f.o.b. New York: 

Pruning shears, cast iron, steel blades, 
coppered wire coil spring, $8.25 per doz., 
net. California pattern, tool steel blade, 
volute tempered spring, nickel plated finish, 
6 in., $16. Same, black finish, $11.58 per 
doz., net. Same, 9 in., full polish, $17 per 
doz., net. California pattern, with ratchet 
butt, tempered steel blade, volute spring, 
full nickel plated, $19 per doz. 

Grass shears, 5% in., steel blades, jet 
finish, polished edge, $3.40 per doz., net. 
Same, trowel shank handle, tempered 5% 
in. blade, green enamel finish, $4.25 per 
doz., net. 


Roller Skates.—There is very little 
demand as yet for roller skates. It is 
expected that September will show 
some real healthy orders. The prevail- 
ing prices are not expected to change 
for some time. 


Jobhers’ quotations f.o.b. New York: 

Extension roller skates, steel foot plate 
and back, extend 7% to 9% in., cast iron 
rolls, web heel and toe straps, $1.10 per 
pair. Same, better grade, $1.20 per pair. 
Extension skates, with tops, trucks. clamp 
made of cold rolled steel, rubber cush- 
ioned, extension 7% to 10 in., half strap 
heel, clamp toe, plain steel roll, $2.10 per 
pair. Extension ball-bearing roller skates 
for men, nickel-plated, $2.65 per pair. 
Same, for women, $2.75 per pair. 


Rope and Twine.—The local frope 
market is unchanged. Buying is prac- 
tically at a standstill. Manufacturers 
report that further price reduction is 
out of the question for the present, as 
the recent decreases were actually un- 
warranted by costs. 

Jobbers’ quotations f.o.b. New York: 


Manila rope, No. 1 grade, 16c. per Ib.; 
manila No. 2 grade, 15c. per Ib.; manila 


No. 3 hardware grade, 13c. per Ib. _ Sisal, 
No. 1 grade, 13c. per Ib.; sisal, No. 2 grade, 
lle. per lb. Bolt rope, 20c. to 22c. per Ib. 

Lath yarn, 13c. to 15c. per lb. Jute wrap- 
ping twine, 18ec. to 23c. per lb. India hemp 
twine, No. 9, 15c. to 17c. per Ib. 


Screws.—Several changes on wood 
screws have been made this past week. 
the average reduction being 16 2/3 per 
cent. Interest continues mild. 


Jobbers’ quotations f.o.b. New York: 

Wood Screws.—F lat head, bright, 7714 and 
20 per cent. Round and oval head, bright, 
75 and 20 per cent. Flat head, galvanized, 
62% and 20 per cent. Round head, nickel 
plated, 65 and 20 per cent. Flat head, brass, 
72% and 20 per cent. Round head, brass, 
70 and 20 per cent, 

Machine Screws.—lIron, flat and round, 75 
and 5 per cent to 75 and 10 per cent; brass, 
flat and round, 70 and 5 per cent to 66% 
and 5 per cent. Lag screws, 50 and 10 to 
50, 10 and 5 per cent. 

Escutcheon Pins.—40 to 45 per cent. 


Screen Door Hardware.—Stocks are 
ample for the fair interest being shown 
for screen door hardware. Prices are 
firm. 


Jobbers’ quotations f.o.b. New York: 

Screcn-door latches, steel trim, iron 
front latch, dull brass, $7.90 to $15 per doz. 
sets. Window screen, corner brackets, iron: 
dark bronze, four brackets to a set, $2.10 
per doz. sets. Same, better quality, $2.90 
per doz. sets. Screen-door catch, cast iron, 
Diamond bolt, with knob and lever handle. 
reversed bevel, bent strike outside plate 
1% x 3% in. for doors % to 1% in., dark 
bronze, with screws, $2.75 per doz. Same. 
in wrought steel, dull brass finish, $8.40 per 
doz. Bommer pattern, japanned screen-door 
hinge, steel 3 in., $2.50 per doz. pair. (‘ast 
iron screen-door spring hinges, 3. in. 
japanned, $2 per doz. pair. Same, 1 to 1% 
in., double acting, $3.75 per doz. pair. Wire 
gate hook and eye are being quoted 85 and 
10 per cent off list. 


Sprayers and Sprinklers.—Interest 
in sprayers and sprinklers had died 
down considerably ten days ago, but the 
recent spell of excessive heat renewed 
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interest, resulting in fairly good sales, 
which, however, are not expected to con- 


tinue. 

Jobbers’ quotations f.o.b. New York: 

Sprayers for spraying paris green and 
liquid on shrubs, potatoes, rose bushes, 
flowers, etc., tin sprayer, 1-pt. capacity, $4 
per doz., net. Same, 1-qt. capacity, $5.75 
per doz., net, 

Brass, 1-qt. capacity, $12.50 per doz., net; 
tin with brass tank, 1l-qt. capacity, $11.50 
per (doz.; continuous sprayer, sheet tin, 
alleged to give uniform continuous spray 
on both strokes. of the plunger, capacity 
1 qt., $10.50 per doz. 

Lawn sprinkler, charcoal tin top, galvan- 
ized bottom, diameter 4% in., gold iacquer, 
$1.40 per doz., net; lawn sprinkler, 5 in. 
high, brass head, three brass arms, malle- 
able iron sleds, japanned, $17.50 per doz., 
net; sprinkler, 10 in. high combination of 
vertical spray, coming from the perforated 


head with streams thrown by the three 
arms, head, arms and upper stem brass, 
nickel plated, malleable iron _ sleds, 


japanned, $28 per doz. 

Lawn sprinkler, 24 in. high, brass head 
and arms, malleable iron sleds, japanned, 
$27 per doz., net. 

Watering Pots.—Galvanized iron, zine 
roses, 6 qt., $9 per doz., net. Same, 8 qt., 
$10.70 per doz., net. Same, 10 qt., $12.35 per 
doz., net. Same, 12 qt., $14 per doz., net. 


Toys.—As is usually found at this 
time of the year, sales on wheel toys 
and seashore articles are fairly active. 
The general line, however, is not so 
active. 

Wheelbarrows.—Stocks are ample 
for the very slight. demand for this 
class of goods. Prices are unchanged. 


Prices to retailers, f.o.b, New York: 

Bolted canal or railroad barrows, han- 
dies and legs made of 1% in. hard maple, 
wheels 16 in. diameter, 1% in. face, length 
of hubs 6 in., legs bolted to the handles and 
back of tray. Cross bars between legs are 
bolted to bottom of legs, making 6 bolts in 
the barrow, steel or wooden wheel, $4.40 
each, net. 

Same type barrows, having 10 bolts with 


Office of HARDWARE AGE, 
1505 Otis Building, 

Chicago, July 12. 
a USINEAS observers are putting 
considerable stress on the im- 
provement in the agricultural situa- 
tion. The movement of old crops is 
heavy and the prices are fair. The 
result is that farmers are coming into 
some money and are easing the finan- 
cial situation in a dual way: (1) Loans 
are being paid at the banks, thus mak- 
Ing new loans easier and (2) merchan- 

dise is being bought more freely. 

Farm product prospects are also re- 
garded as favorable, for good yields 
seem certain and the plantings have 
deen accomplished with smaller than 
usual expense, which should guarantee 
a profit. Hardware interests are 
linked closely to those of the agrarian 
and good times on the farms mean 
much to every phase of the hardware 
industry. 

Indications from the South are fav- 
orable. Cotton is moving and buying 
1s on the up-trend in that field. 

_ Important in current price changes 
*s the new drop of $5 per ton in wire 
Products. This is the mill change and 
is being passed on by the jobber, save 
in some items in which he had already 
made anticipatory reductions. But most 
of the wire and nail line is off $5. The 
new base on common nails is $3.50. 
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the legs bolted to handles and tray, tray 
strapped with iron straps, cross bar bolted 
to legs and handles, steel or wooden wheel, 
$4.70 each, net. 

Garden barrows, length of handle 4 ft. 4 
in., diameter of wheel 16 in., face of wheel 
1 in., length of hub 12 in., height of body 
8 in., length of body 23 in., width of body, 
handle end, 17 in.; width of body, wheel 
end, 12% in.; weight 27 lb.; $5.35 each, net. 

Garden barrow, handle length 5 ft., 
diameter of wheel 20 in., height of body 
10 in., length of body 28 in., width of body, 
handle end, 17 in.; width of body, wheel 
end, 17 in.; weight 50 Ib., $6.65 each. 

Garden barrow, 5 ft. 6 in. length of han- 


dle, diameter of wheel 20 in., height of 
body 14 in., length of body 29% in., width 
of body at handle end 24% in., at wheel 


end 21% in., weight 65 lb.; $8 each, net. 

Wire Goods.—A reduction of 20c. on 
black and galvanized screen cloth was 
announced this week. The prices on 
other items under this heading are un- 
changed. Stocks are none too ample, 
but a scarcity is unexpected. 

Jobbers’ quotations f.o.b. New York: 

Square mesh, wire cloth, New York 
stock, 2 x 2 mesh, $5.50 per 100 sq. ft.; 
2% x 2% mesh, $5.70 per 100 sq. ft.; 3 x 3 
mesh, $5.75 per 100 sq. ft.: 4 x 4 mesh, $6 
per 100 sq. ft.; 5 x 5 mesh, $6 per 100 sq. 
ft.; 6 x 6 mesh, $6.50 per 100 sq. ft.; 8 x 8 
mesh, $7 per 100 sq. ft. 


For 50 lineal ft. rolls add 15c. per 100 
sq. ft. 
Add \%c. per sq. ft. for widths narrower 


than 24 in. and wider than 48 in. 
Annealed plain iron wire, 12 lb. in each 
stone, 16 gage, $1 per stone; 17 gage, $1.05 
per stone; 18 gage, $1.10 per stone; 19 gage, 
$1.20 per stone; 20 gage, $1.30 per stone; 24 
gage, $1.60 per stone. Annealed galvanized 
iron wire, 12 lb. in each stone, 16 gage, 
$1.35 per stone; 17 gage, $1.40 per stone; 18 


gage, $1.45 per stone; 19 gage, $1.55 per 
stone; 20 gage, $1.65 per stone; 24 gage, 


$1.85 per stone. 

‘Barbed wire, $7.50 per 100 lb. for both 3 
point 4 in. and 4 point 6 in. Ribbon wire, 
100 Ib., $9.50. Twist wire, $6.10 per 100 Ib. 

Hog wire, No. 3, $6 per 100 lb.; cattle, 
No. 6, $8 per 100 lb. Copper wire, No. 12, 
38e, per lb.; No. 14, 38c. per Ib.; No. 16, 39c. 


CHICAGO 


The mills seem to take the position 
that this settles the market for weeks 
to come as there can be, it is stated, 
no more changes for a long period. 

Building activity continues favorable. 
Demand for paints and oils is fair, 
but basic materials show tendencies to 
slump. 

The retailer atitude toward fall 
shipment orders seems to be better and 
winter futures are moving freer than 
in the past few weeks. 

There is of course a restricted volume 
of business due as much to the off sea- 
son as to general conditions, but the 
general hopefulness toward fall ac- 
tivity is of an encouraging nature. 

Collections are fairly satisfactory. 

Automobile Accessories.—While car 
owners are still economizing this is the 
favorable season and there is a fair 
movement of goods at prices that seem 
to hold up rather well. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Reliable jacks, No. 46, $3 each, 


$34 doz.: De Luxe long handled jacks, $8.59 
each; No. 1 standard jacks, $3.25 each; 
twin-cylinder foot pumps, $1.25 each; Sim- 
plex jacks, $2.10 each: Stewart hand horns, 
$4 each; Howe spotlights, $4 each; Weed 
chains, 30 x 3%, $5 per pair, with 25 per 
eent off in lots of one dozen pairs and 
33% per cent off in lots of more than one 
dozen pairs; Rid-O-Skid chains, $2 to $2.65 
per pair; inner tubes, red, 30 x 3%, $2.50 
each; gray tubes, 30 x 3%, $2.05 each; Lyon 
bumpers, $10.25 each: Bethlehem spark 
plugs in lots of 100 special type, 43c. each: 
Mica type Bethlehem, 74c. each; standard 
porcelain Bethlehem plugs, 55c. each; Her- 
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per Ib.; No. 18, 40c. per Ib. 

Dull galvanized screen wire, 12 mesh, 
$3.10 per 100 sq. ft. from New York stock; 
13 mesh, extra heavy, $5.15 per 100 sq. ft. 

Black screen cloth, 12 mesh, $2.70 per 100 
sy. ft. from New York stock, 


Poultry netting, 35 per cent discount 
from New York stock. 
Some local jobbers are quoting barbed 


wire, 2 point, at $4.60, in 80-rod spools, and 
heavy 4 point barbed wire in 80-rod spools 
at $5.25, and twist wire at $4.35 in 80-rod 





Philadelphia, Pa., announce the follow- 
ing new prices: 
Cross-cut Saws.—No. 289 Virginian, 6 ft., 


new price, $6.15 each; No. 495 Suwanee, 
6 ft., new price, $6.15 each; No. 1 Great 
American, 6 ft., new price, $4.50 each; No 
2 Great American, 6 ft., new price, $4.30 
each; No. 1 Tuttle, 6 ft., new price, $4.15 
each; No. 1 Tennon, 6 ft., new price, $4 
each; No. 2 Champion, 6 ft., new price, 
$3.60 each; No. 2 Tutile, 6 ft., new price, 
$3.60 each; No. 2 Tennon, 6 ft., new price, 
$3.60 each; Triumph Champion, 6 ft., new 
price, $2.35 each; Triumph Tennon, 6 ft., 


new price, $2.35 each. 





One Man Cross-cut Saws.—No. 2 Cham- 
pion, 4 ft., mew price, $2.90 each; No. 1 
Extra Champion, 4 ft., new price, $3.15 each. 

Hand Saws.—No. 7, 26 in., new price, 
$23.70 doz.; D-8, 26 in., new price, $26.80 
doz.; No. 16, 26 in., new price, $26.80 doz 
D-20, 26 in., new price, $30 doz.; D-100, 
26 in., new price, $30 doz. No. 12 26 in., new 
price, $34.95 doz.; No. 120, 26 in., new 
price, $43.15 doz.; D-115, 26 in., new price, 
$45.40 doz. 

No. 4 Disston- back saw, 10 in., new 


price, $19.60 doz.; No. 4 Disston back saw, 
12 in., new price, $22.10 doz.; No. 4 Disston 
back saw, 14 in., new price, $25.10 doz. 
No. 1 Jackson back saw, 10 in., new price, 
~$13.80 doz.; No. 1 Jackson back saw, 12 in., 
new price, $16.70 doz.; No. 1 Jackson back 
saw, 14 in., new price, $19.60 doz. 

No. 2 Compass saw, 10 in., new price, 
$6.05 doz.; No. 2 Compass saw, 12 in., new 
price, $6.25 doz.: No. 2 Compass saw, 14 
in., new price, $6.45 doz. 


Disston files now take a discount of 
50 and 10 per cent. 


cules Giant plugs, 55c. to 60c. each; Her- 
cules Junior plugs, 27c. to 35c. each; Hel- 
Fi standard plugs, 45c. to 52c. each; Hel- 
Fi tractor plugs, 83c. to 97c. each; A. C. 
Titan plugs, 58c. each; A. C. Cico plugs, 
48c. each; Splitdorf plugs, 70c. to 78c. each; 
United Junior plugs, 40c each; Champion 
X plugs, 50c each; Champion O plugs, 50c 
each; (Champion heavy-duty plugs, 57c 
each. 

Axes.—Fall business is of good vol- 
ume and prices seem to be set for some 
time to come. 

We quote from jobbers’ 
Chicago: Warranted quality 
unhandled axes, 3 Ib. to 4 Ib., $14.50 base; 
good quality black unhandled axes, same 
weight, $13.50 base; handled axes, $3 to $7 
extra according to grade. . 

Agricultural Tool Handles.—Original 
stock orders were, of course, placed 
some months ago. Harvesting demands 
are now on and make a good volume 
for the retailer, at prices which show 
no change. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Agricultural tool handles, 4% X 
straight plain, $4.70; X bent, $3.90; XX bent, 

5.35; 4% bent hayfork strap and ferrule, 
$7.80; 4% manure fork handle strap and 
ferrule, $7.80 doz. 

Builders’ Hardware.—There is no 
change of importance in the builders’ 
hardware market. Prices are well re- 
duced and show no promise of further 
change. Sales are of a good volume 
when all conditions are recalled. The 
prospects for building activity not only 
remain good but indications are that 
they will be better. Little industrial 
building is reported but the erection of 


stocks, f.o.b. 
single bitted 
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homes and repair work constitute a 
steady demand and make for very fair 
sales totals. Some price cutting is re- 
ported but it is understood that the 
leading companies are not being led 
into this price war. It is believed that 
sales will be fair until weather condi- 
tions stop building. 

Cotton Gloves.—With prices back to 
practically a pre-war basis trade is 
good, future business constituting the 
greatest activity. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 6-o0z. knit wrist gloves, $1.10 doz. 
pairs; 8-oz., $1.35, and 10-0z., $1.65 doz. 
pairs. 

Chains.—Farm and summer demands 
are good. Porch swing and hammock 
chains lead in the sales and have been 
very satisfactory. Prices having been 
well reduced remain without further 
change. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. proof coil chains, $9.50 per 
100 lb.; 3-ft. hammock chains, $2.90 doz. 


pairs; 6-ft. ditto, $4.25 doz. pairs; 9-ft. 
ditto, $6.75 doz. pairs; porch swing chains, 
5-ft.-3 ft. branch, $9.15 doz. sets; 5 ft.-2% 
ft. brarch, $7.25 doz. sets. 

Cutlery. — New prices on_ pocket 
knives are looked to for a real stim- 
ulus to buying. It is definitely stated 
that prices are lower than costs justify 
and that buying can be without fear 
for the balance of 1921. The dealer 
can now get the best line of medium 
priced pocket knives at the best price 
since the war stopped normal output. 
Other lines of cutlery have been well 
reduced. There are no heavy stocks, so 
it seems that there will be good buying 
in cutlery for the rest of the year. 

Cooking Utensils—Demand contin- 
ues on a fair plane and wil! be brisk, 
or nearly so as long as housewives are 
canning fruits and vegetables. Alumi- 
num wares show easing off in price. 

Eaves Trough and Conductor Pipe.— 
Radical price reductions having been 
put in force it is difficult to foresee any 
current price changes. Demand shows 
fair and will probably increase with the 
present building activity. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: 29-gage lap joint eaves trough, 
$4.75 per 100 ft.; 29-gage 3-in. corrugated 
conductor pipe, $4.80 per 100 ft.; 3-in. cor- 
rugated conductor elbows, $1.55 per doz. 


Flint Paper and Cloth.—There are 
no price changes. The sales have held 
up well. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: First quality flint paper, No. 0, 
$4.50 per ream; first quality emery cloth, 
No. 0, $27 per ream. 





Files——Business continues at a good 
level in files, despite a lessened de- 
mand for manufacturers’ uses. The 
consumer seems to be in the market for 
files in good volume. Prices are with- 
out change. 


Pi quote from jobbers’ stocks, f.o.b 


ago: Nicholson files, 50-10 per cent off 
list; American files, 60-5 per cent off list; 
Disston files, 50-10 per cent off; Black Dia- 
mond, 50-5 per cent off. 


Fencing.—New prices in wire have 
been anticipated by the fence makers 
who are arranging a $7 per ton or 
thereabouts reduction. This will be 
passed on as soon as possible. Present 
prices are those which have been rul- 
ing. 
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We quote from jobbers’ stocks, f.o.b. 
Chicago: Lawn fencing, single space, 36-in., 
$9.12: 42-in., $10.26; double space, 36-in., 
$12.54; 42-in., $13.78. Field fencing, No. 10, 
12-in. spacing, 12 filling, 26-in. height, 
$30.90; 32-in. height, $35.80, and 47-in. 
height, $45.20. 

Galvanized Wares.—The sale of gal- 
vanized ware continues to drag and al- 
though output is very much under war 
time production there is no market for 
goods in anything but small lots. Cans, 
pails and tubs are still leading in the 
sales, of course, but the demand is too 
small to be regarded as anything like 
normal, There seems to be little rea- 
son for looking for important price 
changes and those which have been 
made failed to bring out much busi- 
ness. 

Glass.—Present demands are rather 
meager, although there is some sale all 
the time, and indications are for an 
improvement as building requirements 
should soon be felt. Prices are with- 
out change. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Single strength A, all sizes, 81 
per cent off; single strength B, all sizes, 81 
per cent off; double strength A, all sizes, 
83 per cent off; double strength B, all sizes, 
83 per cent off; putty in 100-lb. kits, $4.75; 
commercial putty, $4.10; glaziers’ points, 
Nos. 1, 2 and 3, one doz., 75c. 


Hatchets.—The better grades of 
hatchets will, it is calculated, be stim- 
ulated in sales by the gradual im- 
provement in building. Competitive 
grades are selling well. 


We quote from jobbers’ stocks, f.o.b. Chi- 
cago: Size 2 extra quality broad hatchets, 
$19 per doz.; Competitive grade, $13 per 
doz. and up; warranted shingling hatchets, 
$14.25 per  doz.; Competitive forged 
hatchets, $9.75 per doz. 


Hammers.—There is a fair volume 
of business at unchanged prices. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: No. 11% first quality nail ham- 
mers, $13.50 per doz.; Competitive forged 
nail hammers, $7.50 to $10 per doz.; cast 
steel hammers, $4 per doz. 


Handles, Hickory.—Except on items 
which are out of season sales are very 
good. Stocks are such that prompt 
shipments can be promised. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: No, 1 hickory axe handles, $4 
doz.; No. 2, $2.50; finest selection second 
growth white hickory axe handles, $6 doz.; 
special white second growth hickory, $5 
doz.; No. 1 hatchet and hammer handles, 
80c. doz.; second growth hickory hatchet 
and hammer handles, $1.40 doz. 

Hose.—New prices which have been 
in effect for about three weeks have 
added somewhat to the interest in the 
line. Sales are still good from the re- 
tailers’ viewpoint and stocks are rather 
low. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: %-in. good quality molded reel 
hose, 1l5c. ft.; %-in., 3-ply duck hose, good 
quality, 15c. ft.; %-in., 4-ply duck hose, 
good quality, 17%4c. ft.; %-in., 5-ply multi- 
ple hose, 12c. ft. 


Lanterns.—Future business is sought 
at prices given here, but despite the 
statement that there will be no further 
price changes in 1921 buying has been 
slow. There is no current business of 
any volume, 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Monarch tin lanterns, hot blast, 
$9.50 per doz.; No. 2 Dietz cold blast lan- 
terns, $14.50 per doz.; with large founts, 
$16 per doz.; best tubular lanterns, $9.50 


per doz.; Competition lanterns, No. 0 tubu- 
lar, $7.80 per doz. 


Iee Cream Freezers.—Steady de- 
mand of satisfactory volume is re: 





July 21, 1921 


ported at prices which are strong. 

We quote from jobbers’ stocks, f.o.b, 
Chicago: 2-qt. Acme tin freezers, $12 doz,; 
4-qt. Acme tin freezers, $20 doz.; White 
Mountain freezers, 30 per cent off list. 

Ice Skates.—Fall orders for ice 
skates are coming in with indications 
of a very good sales total for the sea- 
son. Prices have been well reduced 
and indications are they will be un- 
changed, it is said, this year. 

We quote from jobbers’ stocks, f.o.b, 
Chicago: Men’s and boys’ key clamp rock- 
er, best steel runners, bright finish, $e. 
per pair; men’s and boys’ key clamp rocker, 
steel runners, nickel plated, $1.18 per pair; 
men's and boys’ key clamp hockey, polished 
cast steel runners, $1.24 per pair; children's 
extension, 55c. per pair; women’s and girls’ 
half key clamp_ rocker, $1.15 per pair; 
women’s and girls’ half key hockey, $1.51 
per pair. 

Lawn Mowers.—The season is wan- 
ing and an effort is being made to re- 
duce stocks. While business has not 
shown the big volume of some prior 
years there has been fairly good activ- 
ity in mowers. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: 17-in. Pennsylvania high wheel 
mowers, $25.50 each; 17-in. Pennsy!vania 
Junior mower, $27.20 each; 16-in. four- 
knife ball-bear:ng 10%-in. wheel mower, 
$12.60; 16-in. four-knife ball-bearing 10%-in, 
wheel mower, $10.85 each; 16-in. four-knife 
plain bearing 9-in. wheel mower, $9.45 each; 
16-in. three-knife ball-bearing 9-in. wheel 
mower, $9.45 each; 16-in. three-knife plain 
bearing 8-in. wheel mower, $7.60 each. 

Nuts and Bolts.—Last week’s reduc- 
tions showed an error in pricing on 
stove bolts which should have been 
quoted at 70-5 per cent off Ist rather 
than 75 per cent off. Sales are on a 
requirement basis with a total which 
is quite good. 

We quote from jobbers’ stocks, f.o.b. 
Chicago: Large carriage bolts, 50-10 per 
cent off list; small carriage bolts, 60 per 
cent off; large machine bolts, 50-10-5 off 
list; small sizes, 60-5 per cent off list; stove 
bolts, all sizes, 70-5 per cent off; lag screws, 
all sizes, 60 per cent off list. 

Nails.—With the new prices on wire 
goods nails have declined another 25c. 
in base prices. Cement coated nails 
are off a little less sharply with some 
jobbers, but the full benefit of the re- 
duction on common nails is seen and 
the reason cement coated nails are not 
quite so radically reduced by certain 
dealers is that they had already passed 
on a ehange downward. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: Common wire nails, $3.50 per keg 
base. 

Roller Skates.—The item is about 
out of season and sales are dragging. 
There have been no price changes since 
the start of the selling season. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: Ball bearing boys’ roller skates, 
$2.45 pair; ball bearing girls’ skates, $2.60 
pair. 

Rope.—No further reductions this 
week. Harvesting and haying demands 
have encouraged buying. 

We quote from jobbers’ stocks, f.0.b. 
Chicago: First quality manila rope, stand- 


ard brands, 15% to 16%c. per lb.; No. 2 


manila rope, 14% to 15%%c. per Ib. base; 
first quality sisal rope, standard brands, 
12% to 14%6c. per lb. base; No. 2 sisal rope, 
11% to 13%c. per lb. base. 


Steel Sheets.—Current quotations 
are the same as those of last week. 
Sales are not brisk, but small demands 
are felt steadily. 


We quote from jobbers’ stocks, f.0.b, 
Chicago: 28-gage galvanized sheets, $6.15 
per 100 lbs.; 28-gage black sheets, $5.15 per 
100 Ibs. 
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Sporting. Goods.—Golf goods are 
selling well, in fact all sporting goods 
are moving in volume, the year being 
among the high spots in the sale of this 
equipment. There are no important 
price developments, the tendency be- 
ing towards steadiness and firmness of 
price. Medium priced goods are really 
in under supply. Fishing tackle has 
been showing up fine in the sales totals 
and with many dealers will reach a 
new high mark this year. 

Stove Boards.—Fall stocks are be-- 
ing bought at prices unchanged since 
the reduction of about 10 per cent some 
weeks ago. 


We quote from jobbers’ stocks, f.o.b. 
Chicago: Crystal wood lined square stove 
boards, 26 in., $14.45; 28 in., $16.95; 30 in., 
$19 doz.; Crystal paper lined square boards, 
26 in. , $8. 15; 28 in., $9.10; 30 in., $10.80 doz 

Sash Cord.—No overstocks are re- 
ported. Demand is expected to in- 
crease. Prices show strength. 

We quote from jobbers’ stocks, f.o.b. 


icego: Stz indi mae grades No. 7 sash cord, 
$7.50 doz. ha Standard grade, No. 8, 
$8.65 doz. hanks. 

Screws.—Screws have undergone a 
price decline. Sales may show some 
gain following the change. 

We quote from jobbers’ 


stocks, f.o.b. 
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Chicago: Flat head bright screws 75-20 per 
7214-20 per 


cent off list; round head blued, 721 
pe off list; flat head brass, 70-20 per cent 
off list; round head brass, 67%-20 per cent 
off list; japanned, 6744-20 per cent off list. 

Tools—Some sales interest has been 
increased as a result of the reductions 
on wrenches which are moving in fair 
volume. Small tools are selling quite 
well. Prices show no important varia- 
tions this week. 

Wheelbarrows. — Sales are on a 
. rather restricted basis at prices which 
have been generously reduced. 

We quote from 
Chicago: Common wood tray 
each; common steel tray barrows, 
each; steel leg garden barrows, $5.75 each. 

Washing Machines.—Business has 
held up quite well and there is still < 
fair summer demand. 

Wire Goods.—The new mill prices 
on wire goods have made changes gen- 
eral for the line. 


We quote from 
Chicago: No. 8 


f.o.b 
barrows, $3 


$4.50 


jobbers’ stocks, 


jobbers’ stocks, f.o.b. 
black annealed wire, 
$3.25 per 100 lbs.; galvanized barbed wire, 
$4.15 per 100 lbs.; 12-mesh black painted 
wire cloth, $2.50 100 sq. ft.; poultry netting, 
40-10 per cent off; galvanized after weav- 
ing, 40 per cent off; catch weight spool 
galvanized cattle wire, $4.15 per 100 Ilbs.; 
80 rd. spool galvanized hog wire, $3.60 per 
spool; No. 8 galvanized plain wire, $3.75 
per 100 lbs. 
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Office of HARDWARE AGE, 
Colfax Avenue South, 
Minneapolis, Minn. 
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HE customary midsummer lull in 

business is in effect, and the un- 
usually hot weather has contributed 
largely to the general let up in retail 
sales of hardware as well as practically 
all other lines. 

Indications are that the sales for 
July will fall somewhat below that for 
May and June. The retail dealers as 
a whole remain very optimistic and feel 
that after the fall crops are harvested 
business will begin to pick up rapidly. 

’ It will be very difficult for retail sales 
to pick up, however, until there is a 
further resumption in manufacturing. 

Both jobbers and dealers continue to 
order in small lots, just enough to keep 
their stocks well assorted. 

The recent price reductions on steel 
have not effected hardware prices as 
yet, and probably will not for several 
weeks. 

The way to produce business is to go 
after it hard, both by advertising and 
by special sales. Special effort is re- 
quired and usually produces satisfac- 
tory results. 

Prices in general show very little 
change from week to week. 

Builders’ Hardware.—Sales in the 
entire line of builders’ hardware con- 
tinues of very good volume considering 
the let up in other lines. This is mostly 
the case in the Twin Cities only where 
there is quite a little activity in the 
construction of moderate priced homes. 

Axes.—The market for axes continues 
dull and very few sales are being made. 

ices show no change since last report. 


awe quote from local jobbers’ stocks: 
Single bit $14.50, double bit $19.50, base 
weights 


Brads.—Sales of brads can be con- 


sidered only as fair. Quite a number 
of small orders are being received but 


the total volume is not very large. 
Price shows no change. 
We quote from local jobbers’ stocks: 


Brads in bulk, 70-10 per cent; 
70 per cent. 


Bolts.—The demand for bolts of all 
kinds remains at a low point and no 


in packages, 


improvement can be expected until 
manufacturing conditions improve. 
Prices show no change since last re- 
port. 

We quote from local jobbers’ stocks: 
Small carriage bolts, 50 per cent; large 
carriage bolts, 45 per cent; small machine 
bolts, 50-10-5 per cent: large machine bolts, 
h0-5 per cent; stove bolts, 70-10 per cent; 
lag screws, 50-10-5 per cent. 


Eaves Trough Conductor Pipe and 
Elbows.—The sales of this line remain 
fairly active with hardware stores hav- 
ing a tinshop in connection and in a 
position to furnish both material and 
labor. Prices show no further change. 

We quote from local jobbers’ stocks: 
Eaves trough, 28 gage, 5 in. lap joint, 
single head, conductor 


$5.25 per 100 feet; 
pipe, 28 gage, corrugated, 3 in., $5.40 per 
100 feet; 


elbows, 3 in. corrugated, $1.72 
per doz. 


Files.—The sales of files continue of 
small volume and practically all sales 
are for individual needs. Jobbers’ 
stocks are well assorted. Prices remain 
as last quoted. 


We quote from local jobbers’ stocks 
Nicholson files, 50-10 per cent from list 
\rcade, 60-10 per cent from list 

Galvanized Ware.—The demand for 


galvanized ware does not show any im- 
provement although a fair volume of 
sales of standard items are being made 
from day to day. Prices show no fur- 
ther change. 

We 
Stane 
doz.; 
Standard 


vanized 
$20.50 


stocks 
$6.84 per 
per doz 


quote from local jobbers’ 
ard No. 1 gwalv: uni ized tubs, 
Standard No. 2 $7.70 
No. 3, $6.00 pe r doz.: 
No. 1, $18.00 per doz.; No 


No. 3, $22.80 per doz.; St: indard 10 
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quart galvanized pails, $2.40 
Standard 12-quart, $2.64 per doz.; 


per 4doz.; 
Standard 


l4-quart, $2.95 per doz.; 16-quart galvan- 
ized stock pails, $4.50 per doz.; 18-quart, 
$5.13 per doz. 


Glass and Putty.—Sales in a retail 


way by the hardware stores are at a 
very low point and no large amount 


of business can be expected until the 
fall season. Stocks are ample to meet 
demand and prices show no change. 


We quote from local jo be rs’ stocks: 
Single 80 per cent; double & - cent from 
standard lists. Putty, $5.15 per ewt. for 
commercial] in bladders 

Hose.—The extremely dry and hot 


weather which has been prevailing for 
more than a month has stimulated sales 
of garden hose so that an unusual 
amount of hose has been sold. In fact 
some retailers have had difficulty in 
keeping a _ sufficient stock on hand. 
Prices show no change since last report. 
We quote from local jobbers’ 
( vompetition, %-in., 3-ply, llc per ft.; 5-ply 
rubber, %-in., l4ce. per ft.; %-in. cotton, 
13 tec. per ft. 


Ice Cream Freezers.—A 
better demand for ice cream 
of the various makes is noted. 
due to the unusually hot 
weather prevailing during the 


stocks: 


somewhat 
freezers 

This is 
and dry 
past six 


weeks. Prices show no change. 

We quote from local jobbers’ stocks: 
White Mountain, 1-quart, $3.40; 2-quart, 
$4.00; 3-quart, $4.65; 4-quart, $5.80; 6- 
quart, $7.25; 8-quart, $9.50; Acme freezers, 
2-quart, $11.50 per doz.; 4-quart, $19.75 per 
doz. 

Lawn Mowers.—Retailers running 


special sales and selling on a smaller 
than usual margin of profit have been 
able to do a much better volume of 
business than had been expected. Job- 
bers’ stocks are ample to meet demands 
and prices show no change. 


We quote from local jobbers’ stocks: 
Philadelphia lawn mowers, styles C. E. 
and L. at 25 per cent off list. Riverside, 


ball-bearing, at $9.50 each 

Nails.—There is a fair volume of 
nails being sold, very nearly up to nor- 
mal years. Because of stocks being 
plentiful, however, individual orders 
are not as large as last year. Prices 
show no further change since last re- 


port. 

We quote from local jobbers’ stocks 
Bright wire nails, $4.10 base; cement 
coated nails, $3.25 base. 

Paper.—The demand for building 


paper continues of very fair volume 
and will probably continue so until 
close of the construction season. Prices 
show no further change. - 


We quote from local jobbers’ stocks 
Rarret’s No. 2 tarred felt, $2.95: threaded 
felt, $1.78; slatters felt, $1.30; No. 20 red 
rosin, 48c. per roll; No. 25, 60c. per roll; 
No. 30, 72c. per roll. 

Poultry Netting.—Sales of netting 


are at a very low point as is usual at 
this season of the year. Prices remain 
as last. 

We quote from local 
Hexagon poultry netting, 
from standard lists 

Rope.—The total volume of sales do 
not show much improvement, and most 
of the orders are for small cut lengths. 


stocks 


cent 


jobbers’ 


10-10 per 


Prices show no further change since 
last report. 
We quote from local jobbers’ stocks 
Pure manila rope, 174¢c. per Ib. base; pure 
al rope, 144c. per Ib. base 


Sandpaper.—The movement of sand- 
paper is about on the par with average 
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sales of other items, neither good nor 
bad. Prices remain as last quoted. 


We quote from local jobbers’ stocks: 
Best grade No. 1 at $7.20 per ream; second 
grade No. 1 at $6.50 per ream; No. 1 Gar- 
net paper at $15 per ream. 


Sash Cord.—Salés of sash cord con- 
tinue of fair volume, made up mostly 
of small individual orders. Prices show 
no further reduction since last report. 

We quote from local jobbers’ stocks: 
Silver Lake No. 8, 65c. per Ilb.; ordinary 
braided cotton cord No. 8, 30%4c. per Ib. 

Sash Weights.—The demand for sash 
weights is fair. Prompt deliveries are 
being made. Prices remain as last 
quoted. 

We quote from 
$2.30 per cwt. 

Screen Doors and Windows.—Sales 
for the season are practically at a close. 
The demand was not up to expecta- 
tions. Prices show no change. 


We quote from local jobbers’ stocks: 
Common screen doors, $29.40; fancy screen 


local jobbers’ stocks: 


doors, $34.80 per doz. Window screens: 
Sherwood adjustable, 24-in., $9 per doz.; 
Wabash extensions, 24-in., $7.70 per doz. 


Screws.—The demand for screws con- 
tinues rather dull for this season of 
the year, although a fair amount of 
business is being done. Prices show no 


change. 
We quote from local jobbers’ stocks: 
Flat-head bright screws, 75-10 per cent; 


round-head blued screws, 70-10 per cent; 
flat-head japanned screws, 65 per cent; 
flat-head brass screws, 65 per cent; round 
head brass screws, 62% per cent; iron 
machine screws, 60 per cent; brass machine 
screws, 50 per cent. 

Solder.—The demand for solder re- 
mains rather light, but still remains 
better than earlier in the season. Job- 
bers’ stocks are ample and prices re- 


main as last. 
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We quote from local one stocks: 


Half and half solder, 23c. per 

Steel Sheets.—Sales of steel sheets 
remain very slow, and show no sign 
of improvement. Individual orders are 
very small when compared to normal 
business requirements. Prices show no 
further change. 

We quote from local jobbers’ 
28-gage black sheets, $5.35 per cwt.; 
gage galvanized sheets, $6.35 per cwt. 

Tin Plate.—The retail demand for tin 
plate remains at a low point, but a fair’ 
amount of business is getting under 
way in roofing tin as construction work 


stocks: 
28- 


progresses. Prices show no change. 
We quote from local jobbers’ stocks: 
Furnace coke ICI, 20 x 28, $19.10; roofing 


tin, L@, 20 x 28, 8-lb. coating, $16.50. 

Washers.—The sales of washers re- 
main rather dull and will continue so 
until manufacturing conditions improve. 
Prices remain as last quoted. 


We quote from local _ jobbers’ stocks: 
1%4-in, wrought steel, $8.65; l-in., $8.25 per 
cwt. 

Wheelbarrows.—The demand for 


wheelbarrows is a little better than a 
few weeks ago. Prices remain as last 
quoted. 


We quote from local jobbers’ stocks: 
Fully bolted stave barrows, $38.00 per doz.; 
tubular steel, No. 1, $6.60 each; wood, gar- 
den, $5.40 each. 


Wire.—The demand for wire is not 
as heavy as earlier in the season and 


very little improvement is expected. 
Prices remain as last quoted. 
We quote from local jobbers’ stocks: 


Barbed wire, painted, cattle, 80-rod spools, 
$3.50; galvanized cattle, $3.86; painted hog 
wire, $3.68: galvanized hog wire $4.12; No. 
9 smooth black annealed wire, $3.85; No. 9 
smooth galvanized annealed, $4.35. 


CINCINNATI 


Office of HARDWARE AGE, 
604 Mercantile Library Bldg., 
Cincinnati, July 16, 1921. 


T HERE is nothing of special interest 
to report in the hardware market. 
Business is holding up very well, con- 
sidering the extremely hot weather, and 
as a matter of course, seasonable arti- 
cles are in good demand. Very little 
buying of futures has yet been done 
and the orders being placed with job- 
bers are mostly for small lots for im- 
mediate delivery. 

The announcement of lower prices 
made by all the steel companies with- 
in the past two weeks is expected to 
have some bearing on the future trend 
of prices in the hardware field. Many 
in the trade, look for still lower prices 
but there are some who are inclined 
to think, with the present low condi- 
tion of stocks, that a period of sec- 
ondary inflation might ensue when a 
normal demand for goods arises. 

Very few price changes have been 
noted during the week and these are 
only of minor importance. There are 
rumors that some changes will be made 
in the near future, the articles most 
prominently mentioned being builders’ 
hardware and shovels. New price lists 


are being awaited with interest. 
A local supply man who handles 
large quantities of factory supplies, has 


taken the trouble to check up prices 
to-day with what he was buying for 
in 1916. On an average prices are 
running about the same, but are still 
somewhat higher than the low point 
of early 1915. It is his opinion that 
the present prices will drop about 25% 
further and then stop. He looks for 
an upward trend in VBusiness during 
the fall months, but does not figure 
conditions will be normal before the 
first of the year, at the earliest. 

Aluminum Ware.—In order to create 
further interest in aluminum ware, 
some manufacturers are offering very 
special values in several articles. Deal- 
ers report their sales as very fair. A 
large number of new homes are being 
furnished and this has contributed not 
a little to their sales. Prices are un- 
changed. 

Axes.—Stability of prices, which are 
guaranteed by most manufacturers un- 
til December 31, has given the trade 
confidence to buy for the future and 
some orders are being placed for fall 
delivery. As a general thing, however, 
dealers are only buying to fill their 
immediate needs. Jobbers stocks are 
in good shape to take care of all de- 





mands. 
Jobbers quote, 3% Ib. single bitted, un- 
handled axes, $14.00 per doz.; 3% Ib. double 


bitted, unhandled axes, $19.00 per doz. 
Automobile Accessories.—One of the 
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leading jobbers in checking up his sales 
for the first six months of the year, 
found that, despite lower prices in ef- 
fect, they were fully up to those of 
the same period last year. He re- 
ports greater interest among hardware 
dealers in the accessories branch and 
has recently added another salesman 
to his staff in order to properly cover 
the field. The demand is holding up 
very well and while there is no run on 
any particular item, the general line is 
moving very well, considering present- 
day conditions. No price changes have 
been announced and none are antici- 
pated for the time being. 

Bale Ties.—There is some demand for 
bale ties and jobbers have been forced 
to replenish their stocks, which are 
now in good condition to take care of 
the demand. No change in prices is 
noted and jobbers are quoting: 

9% ft., 14 ga. bale ties, $1.65 per bundle; 
9% ft., 15 ga., $1.39 per bundle. 

Builders’ Hardware.—It was reported 
in the previous market, that there was 
a possibility of a grand jury investiga- 
tion of the building industry in Cin- 
cinnati, but at the present time it looks 
as though this investigation had fallen 
through, as nobody appears anxious to 
make any formal complaint regarding 
collusions between builders and their 
employees. It is estimated that there 
are over 1000 new buildings being 
erected in the Cincinnati district at the 
present time. This has resulted in a 
greatly increased demand for builders’ 
hardware with the result that sales 
have been very good. There are rumors 
that reduction in prices will be an- 
nounced shortly, but no definite in- 
formation is at hand. 

Boss Washing Machines.—A _ reduc- 
tion of 35c. to 50c. each has been made 
on Boss washing machines effective 
immediately. 

Bolts and Nuts.—A further reduction 
in bolt and nut prices has been made 
by some manufacturers, but these are 
not in the hands of jobbers. The de- 
mand is only fair, as many of the big 
machine tool plants are only running a 
few men on experimental work. Stocks 
are in fairly good shape, though some 
sizes are running short and additional 
orders are being placed with manufac- 
turers to take care of the trade. No 
price changes have been made, but it 
is anticipated that next week will see 
the latest reduction put into effect. 


Jobbers quote: Machine bolts, small sizes, 
60 and 10 off; larger sizes, 50 and 10 off. 
Carriage bolts, small sizes, 60 off; larger 
sizes, 50 off. Stove bolts, 75 and 10 off. 


Semi-finished nuts, small sizes, 70 and 10 
off; larger sizes, 65 and 10 off. 

Carbon Drills—Sales are only fair. 
The recent price reduction had the ef- 
fect of stimulating business for a time, 
but there is now practically no de- 
mand for drills of any kind. No fur- 
ther price changes are reported. 

50 and 5 


Jobbers quote: Carbon drills at I 
and 9 0 


off list. High speed drills, 10 
list. 
Expansion Cases.—A reduction of 


10% has been made in expansion cases. 

Electrical Appliances—A 10° re- 
duction on all household electrical ap- 
pliances, with the exception of irons, 
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has been made by most manufacturers 
and jobbers have changed their prices 
accordingly. In this connection it is 
noted that the list on Hotpoint.frons has 
reduced from $8.00 to $6.95 @ach. 
Eaves Trough and Conductor Pipe.— 
Some improvement was noticed during 
the past two weeks. There have been 
no further price changes, the one anti- 
cipated having failed to materialize. 


Jobbers quote: 28 gauge, 5-in., single 
bead, eaves trough, $4.85 per 100 ft.; 28 
auge, 3-in., corrugated conductor pipe, 


$4.70 per 100 ft.; 3-in. corrugated conductor 
elbows, $1.65 per doz. 


Files. — The closing down of. the 
larger machine tool manufacturing 
plants for an indefinite period has re- 
sulted in the great falling off in the 
sales of files. Some reduction in prices 
are anticipated, but nothing definite is 
to hand as yet. 


Jobbers quote: 
and 10 off list. 


Galvanized Ware.—A 
prices, which had been anticipated, ma- 
terialized during the week. Sales are 
fair. The new prices follow: 

Galvanized pails, 10-qt., $2.25 per 
doz.; 12-qt., $2.50; 14-qt., $2.85; 16-qt., 
$3.45. Galvanized tubs, No. O, $5.25 
per doz.; No. 1, $6.45; No. 2, $7.25; 
No. 3, $8.45. 

Garden Hose.—The extremely dry 
weather has been of great help in 
stimulating the demand for garden hose 
and sales are reported by dealers as 
excellent. No price changes are re- 
ported. 

Jobbers quote: Leader brand, %-in., 
6-ply, 10%c. per ft.; %-in. same, 12%c. per 
ft. Red hose, %-in., 7-ply, lic. per ft.j 
\-in., same, 17c. 

Hinges.—There is a persistent rumor 
that 10% reduction will soon take ef- 
fect on the price of strap and T-hinges, 
but no definite information has been 
received regarding same. 


Ice Cream Freezers.—The demand 


all makes of files at 50 


Office of HARDWARE AGE, 
410 Unity Building, 
Boston, July 16, 1921. 


TOTWITHSTANDING decidedly un- 
1 favorable weather conditions the 
past week or ten days, local shelf hard- 
ware jobbing houses have continued to 
book good orders each day. To be 
sure, the volume of goods moving out 
of stock shows some falling off, but that 
it has not decreased-more is remarkable. 
Inferences drawn by wholesale houses 
is that at least some of the retail hard- 
ware dealers have had an opportunity 
to go over stocks carefully and have 
placed filling-in orders. There is every 
reason to anticipate a return to good 
business when weather conditions be- 
come more settled. In speaking of re- 
tail stocks in general. Jobbing sales- 
men continue to report these as small 
with the tendency not to increase them. 
The retail distributor continues to turn 
over merchandise fairly frequently and 
is largely limiting himself to replace- 
ment of such stock as is sold. 

The heavy hardware business, if any- 


. very good. 


reduction in‘ 
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for ice cream freezers is fair. Both 
jobbers and dealers are well stocked 
and are making concessions in prices 
to move their goods. 


Jobbers quote: Acme freezers, 2 qt., 
$12.00 per doz.; 4-qt., $20.00 per doz. 
Arctic freezers, 4-qt., $4.85 each. 


Nails.—The reduction of $5.00 per 
ton in wire nails announced by the 
American Steel & Wire Co. within the 
past week, has been put into effect by 
the local jobbers who are now quoting 
$3.25 per keg base. This reduction has 
been met by practically all the inde- 
pendent companies and it is stated in 
some quarters that some of the small- 
er mills are willing to go even lower. 
At the present time, however, $2.75 
Pittsburgh appears to be the minimum 
quotation. 

Paints and Oils.—Jobbers and deal- 
ers report their sales as still being 
According to one jobber, 
there is no prospect of a price decline 
before the first of the year at least. 
The oil market is showing a firmer 
tendency and it is expected that this 
fall, prices will be materially higher 
than those ruling at present. The de- 
mand for oils is keeping up in good 
shape and the prospects are that it 
will steadily improve. 


Jobbers quote: Linseed oil, in carload 
lots, 77c. per gal. Turpentine in carload 
lots, 64c. per gal. White and Red lead, 


18c. per Ib. 

Steel Roofing.—A reduction of 20c. 
per square foot has been put into effect 
by local jobbers, following the receipt of 
a similar reduction from the manufac- 
turers. 

Sheets.—Sales of black and galvan- 
ized sheets during the week improved 
considerably. No price reductions have 
been made although it is anticipated 
that some will shortly be forthcoming. 

Jobbers quote: No. 28 ga. black sheets, 5c. 
per Ib.; No. 28 galvanized sheets, 6c. per 

Sash Cord and Sash Weights.—There 


BOSTON 


thing, is less active, further revisions 
in prices on such things as iron, steel, 
nails, bolts, nuts, etc., having had a 
tendency to dry up rather than increase 
the purchasing power. The mill supply 
business appears spotty. That is, some 
local houses feel it is perhaps a little 
better, while others report no improve- 
ment. Considering that this period of 
the year always is quiet, average sales 
are slightly better than appear at first 
glance. 

Numerous price changes are reported 
this week, quite a few of them being 
important ones, and all, with one ex- 
ception are downward. These changes 
have been taken as a matter of course, 
but here and there one finds a whole- 
sale house giving considerable thought 
to the possibility of the general market 
having reached or nearing the bottom. 
The fact that this question is begin- 
ning to arise in the minds of some 
people can be interpreted as a good 
sign for it is quite evident that firms 
intend to come into the market for 
merchandise when they believe it has 
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has been some fmprovement in the de- 
mand for sash“tord and sash weights 
due to the larger number of buildings 
now being erectéd. Prices are holding 
firmly on sash cord, though it is re- 
ported that some shading is being done 
in the case of$ash weights. 
Jobbers quote, No, 6 sash cord, 33c. per 
Ib.; No. 7, 31¢c.; No. 8, 30c.: Sash weights, 
$2.30 per 100 Ibs. 
Screws.—The only price change noted 
during the week was a reduction of ap- 
proximately 10% on wood screws. 
There is a fair demand for screws, par- 
ticularly from box manufacturers and 
pattern makers. 


Jobbers quote: Machine screws, all sizes, 
75 off; Cap screws, 55 and 10 off. Set 
screws, 60 and 10 off. Coach screws, 60 
off. Wood screws, 77% and 20 off. 


Wire Products.—A reduction on wire 
products recently announced have been 
put into effect by local jobbers. There 
is still a heavy demand for wire cloth 
and poultry netting, one jobber report- 
ing that his sales this year were the 
heaviest for many years. 

Jobbers quote: Black painted wire cloth, 
12-mesh, $2.40 per 100 sq. ft. 6-in., 4-pt. 
cattle wire, $3.80 per spool. Poultry netting, 
50 off. No. 9 annealed wire, $3.00 per 100 
Ibs. 

Wheelbarrows. — A manufacturer of 
wheelbarrows reports that a Cincinnati 
jobber leads on his distributors in the 
sale of wheelbarrows. The demand is 
still exceptionally brisk and further or- 
ders have been placed with manufac- 
turers to take care of it. There have 
been no price changes and while some 
are anticipated in the future, it will 
likely be some time before they are 
in effect. 


Jobbers quote: Full bolted wooden 
barrows, $4.00 each. Steel tray barrows, 
set up, $6.00 each. 


Zine Oilers.—There is a fair demand 
for zine oilers and prices have recently 
been slightly reduced. 


Jobbers are now 


quoting zine 
10 and 10 off list. 


oilers at 


reached bottom. If sufficient tradesmen 
begin thinking along these lines it 
will materially help the situation. 

Axes.—Some of the local jobbers 
have reduced prices on both single and 
double bit axes about 50c. per dozen, 
due to the pressure of offerings of stock 
originally made for the Government. 
The practice is not common, however, 
but a sufficient number have revised 
prices to unsettle the market. 

We quote from jobbers’ stocks: Single bit 
axes, Standard, $15 to $15.50 per dozen base; 
louble bit axes, $20 to $20.50 per dozen; 
without handles, 

Barbed Wire.—Predictions of lower 
prices for barbed wire have material- 
ized, jobbers announcing a further drop 
of 25c. per 100 Ib., in keeping with a 
similar reduction in mill quotations. 
The new reduction brings the total drop 
within the past month up to 50c. per 
ewt., but, coming as it has at the end 
of the season, little attention will be 
paid to it by the hardware trade in 
general. 

We quote from jobbers’ stocks 
ized barbed wire, 80-rod reels, 


Galvan- 
$4.06 per 
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reel; 2-ply twisted, 80-rod reels, $3.65; 
galvanized barbed wire, catch weight reels, 
$4.60 per cwt.; 2-ply twisted, catch weight 
reels, $4.60 

Staples, 
per cwt. 

Bolts and Nuts.—Both mills and local 
jobbers are out with new quotations on 
bolts and nuts which show an average 
decline of perhaps 15 to 20 per cent. 
The feature of the new list is, however, 
that the spread between large and 
small sizes has been eliminated. 

We quote from jobbers’ stocks: Machine 
bolts with H P nuts, % x 4-in., smaller 
and shorter cut threads, 65 and 10 per cent 
discount; larger and longer, 65 and 10 per 
cent discount; with C T D nuts, 60 and 5 
per cent discount; tap bolts, list net, com- 
mon carriage bolts, small, 60 and 10 per 
cent discount; large, 60 and 10 per cent dis- 
count; stove bolts, 75 per cent discount, 
bolt ends, 45 per cent discount; tire bolts, 
60 per cent discount. 

Nuts, H P square, blanks, 5c. off; tapped, 
414c, off: C P C and T square, blank, 4%¢c. 
off; tapped, 5c. off; semi-finished hexagon 
nuts, y-in, and. smaller, 80, 10 and 10 per 
cent discount; larger 80 per cent discount; 
finished case hardened nuts, 60 per cent 
discount; machine screw nuts, iron, list; 
machine screw nuts, brass, 25 per cent dis- 
count. 

Chisels.—An exception to the general 
trend of prices is found in a list re- 
cently issued by a manufacturer of high 
grade cold chisels, which, in some in- 
stances, shows an advance of 10 to 15 
per cent. 

Cutters.—Some of the New England 
manufacturers of high-speed cutters 
and high-speed end mills have reduced 
prices about 15 per cent on the former 
and 10 per cent on the latter. Local 
mill supply houses have revised their 
quotations accordingly. The demand 
for this class of merchandise is more 
or less limited, and stocks are ample 
for all requirements, although not ex- 
cessive in all cases. 


Drills and Reamers.—The market for 
drills and reamers has settled down fol- 
lowing the recent adjustment of manu- 
facturers’ and jobbing prices, but, gen- 
erally speaking, no improvement in the 
demand is noted. The outlook for im- 
mediate business is not especially good, 
inasmuch as the large users of drills 
and reamers are operating on greatly 
reduced schedules. It is anticipated, 
however, that the demand will pick up 
next month, when plant resumptions 
probably will be noted. 

We quote from jobbers’ stocks: 

Drills.—Carbon, sizes up to 1%-in., tap- 
ered and straight shank, 50 and 5 per cent 
discount; bit stock drills, 50-10 per cent 
discount; center drills, 50 per cent discount; 
drills and countersinkgs combined, 10 per 
cent discount; ratchet drills, 20 per cent 
discourt; wood boring brace bits, 45 per 
cent discount; high speed, wire gage and 
letter sizes, plus 5 per cent; straight and 
tapered shank, yx to %-in., plus 15 per 


"galvanized fence staples, $4.60 


cent; 33/64 and larger, plus 15-10 per cent; 
all other kinds of drills 50 per cent dis- 
count, 

Reamers.—Bit stock, 30 per cent dis- 
count; bright square and T S standard 
makes, 65 per cent discount; chucking, 25 
ber cent discount; tapered pins, 40 per cent 
liscount: escutcheon pins, 45 per cent dis- 

r shell fluted rose and socket ream- 





<9 per cent discount 
_ Freezers.—Sales of freezers, accord- 
ing to the jobbers, have fallen off re- 
cently, due, it is claimed, to weather 
conditions. Stocks in retail hands are 
not large, as a general rule, and with 
the return of seasonable weather, it is 
believed business will pick up. A cam- 
paign being waged by certain Massa- 
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chusetts legislative interests to lower 
the retail prices on sodas and ice creams 
has been a selling point for the retail 
hardware dealers on freezers. As has 
been pointed out here before, it is 
cheaper for the householder to own his 
own freezer and make his own desserts 
than to purchase ice cream from the 
manufacturers. 


We quote from jobbers’ stocks: 

White Mountain, 1-qt., $4.85 each; 2-qt., 
$5.65; 3-qt., $6.75; 4-qt., $8.25; 6-qt., $10.45; 
8-qt., $13.50; 10-qt., $18; 12-qt., $21.55; 
15-qt., $25.60; 20-qt., $33.20; 25-qt., $42.60. 
Discount, 30 per cent. 

Arctic, 2-qt., $4.60 each; 3-qt., $5.55; 4-qt., 


$6.80; 6-qt., $8.60. Discount, 50 per cent. 
Acme, 2-qt., $12 per doz. from store; 
4-qt., $20 per doz. from factory. 


Galvanized Ware.—Reduced prices 
issued by mills on sheets are reflected 
in the local market for galvanized ware, 
jobbers’ quotations on pails, tubs, etc., 
being quite a little lower. The demand 
for galvanized ware is fairly good, all 
things considered, but is not up to 
normal. 
broken, however, and any real increase 
in the retail buying movement unques- 
tionably would put a check on the 
downward tendency of the market. 


We quote from jobbers’ stocks: 
Ash Cans.—Galvanized, with three stays, 


18 x 26-in., $5 each; Sexton cans, $3.50 
each, 

Coal Hods.—Japanned, with wood handles, 
15-in., $3.90 per doz.; 16-in., $4.24; 17-in., 


$4.64; galvanized, with wood handles, 15-in., 
$5.40; 16-in., $5.95; 17-in., $6.40; 18-in., $6.90. 

Pails.—Bight-qt., $2.35 per doz.; 10-qt., 
$2.66; 12-qt. $2.93; 14-qt., $3.29: heavier 
pails, 40 lb. to the doz., $4.28; 50 Ib. to the 
doz., $5.50. 


Tubs.—Galvanized, No. 200, $12.35 per 
doz., No. 300, $13.78. 

Garbage Cans.—Galvanized, No. 1, $1.68 
per doz.; No. 2, $1.48; No. 4, $1.08. 


Hose.—In a recent period of twenty- 
four hours the Weather Bureau re- 
ported a rainfall in excess of six inches, 
which certainly is not a good argument 
for the sale of rubber hose. As a mat- 
ter of fact, the market for this class of 
merchandise has flattened out since last 
reports, and it is not expected to revive 
within the immediate future, owing to 
the rain saturated soil. 

We quote from jobbers’ 

hose, 50-ft. lengths, Merritt, 
Rubber hose, 50-ft. lengths, 
%-in., 10%c.; Leader, %-in., 1lc.; %-in., 
12c.; Olympic (wire wound), %-in., 13'%c.; 
Good Luck, %-in., 14c.; Mido, %-in., 15%c.; 
3ull Dog, %-in., 18c. per ft. In 25-ft. 
lengths add %e. per ft. 

Iron and Steel.—Local heavy hard- 
ware houses have reduced prices on 
iron and steel approximately $4. per 
ton, bringing the base price on soft 
steel bars and refined iron down to 
below the 3c. mark, by far the lowest 
quotation recorded in many months. 
New prices have curtailed rather than 
increased the demand, as is usually the 
case when reductions are made, in- 
asmuch as consumers, believing a fur- 
ther drop is impending, are inclined 
to hold. As compared with a week ago, 
no noticeable decrease in local stocks is 
noted, and, with the exception of a few 
spots here and there, they are far in 
excess of all requirements. 

We jobbers’ lists: 

Iron. $2.98 per 100 Ib. base: 4% 
and f,-in. round and square, $5; best re- 
fined iron, $4.75; Wayne iron, $7: Norway 
iron rounds, Y-in. to 2%-in., $7.10 base; 
all other sizes, $7.75 base 

Steel.—Soft stecl bars, $2.98 
base; flat, $3.98 to $4.08: 


niair 29 9@ 


stocks: Cotton 
5% -in., 13¢ 
Commercial, 


quote from 
Refined, 





100 Ib. 
bars, 


per 
concrete 


twisted, $3.25; angle 






Stocks in jobbers’ hands are’ 
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channels and beams, $2.98 to $3.08; 
tire steel, $4.20 to $4.70; open-hearth spring 
steel, $5.25; crucible spring steel, $11.50; 
steel bands, $3.63 to $4.08; steel hoops, 
$4.33; cold rolled steel, $4.35 to $4.85; toe 
calk steel, $5.25. 

Quality differentials, lots under 1000 Ib. 
of a size, 35c. per 100 Ib.; lots of 1000 Ib, 
to 1999 Ib. of a size, 14c. 

Lawn Mowers.—While retail dealers 
report the rain as having practically 
stopped the sale of rubber hose, it hag 
stimulated the demand for lawn mow- 
ers. New England lawns that were 
drying up and unproductive have taken 
on a new lease of life, and, despite 
weather conditions, good sales of 
mowers have been made from retail 
stocks. As noted heretofore, the de- 
mand runs to the better kinds, and 
retailers in a few instances have placed 
repeat order with jobbers. 


We quote from jobbers’ stock: Low- 
grade lawn mowers, 14-in., $7 each; 1f-in., 
$7.35; medium grade, ball bearing, 16-in., 
$9.90 each; 18-in., $10.45; better grades, 
ball bearing, 5 blade, 14-in., $17.05; 16-in., 


$18.15; 18-in., $19.25; 20-in., $20.35. 
Nails—The local market on wire 
nails is down 25c. per cask, at $3.85 
base. The demand is more or less 
limited, inasmuch as everybody from 
jobber to consumer had anticipated the 
drop in prices. But stocks are unusual- 
ly small, and it wouldn’t take very 
much of a buying movement to steady 
market conditions. Cut nails are un- 
changed in price, with little or no im- 
provement in the consumption. 


We quote from jobbers’ stocks: Wire 
nails, per keg, from the store, $4.10 hase, 
f.o.b. Boston; coated wire nails, $5 per keg, 
base: cut nails, $5 per keg, base, with the 
Tremont schedule of extras. 


Netting.—It is reported that there 
has been a revision in prices on mos- 
quito netting, but no change is noted 
in jobbers’ quotations. It is intimated, 
however, that a change probably will 
be made within the next week or ten 
days. 

Oilers.—Manufacturers of copper 
plated, brass and steel, engineers’, 
pump and railroad oilers, etc., have 
marked down prices all of 10 per cent, 
and a similar change has been made in 
local quotations. 


Pliers.—Leading manufacturers of 
high grade pliers recently put into 
effect new price lists which show reduc- 
tions of 10 to 15 per cent on some 
numbers. The demand for such pliers 
is nearly up to normal, but that for the 
cheaper kinds and for foreign stock is 
backward. Retail dealers say it is 
much easier to sell a customer a good 
quality plier than jt is a cheaper one. 


Kraeuter Goods.—Combination pliers, 
5¥%-in., $12 per dozen; 6-in., $14; 8-in., 
$16; 10-in., $19.20. Side cutting pliers, 
4-in., $14 per dozen; 5-in., $15.20; 6%4-in., 
$16.50; 7T-in., $18.50; 8-in., $20. Button's 
pliers, 6%4-in., $12 per dozen; 8-in., $14; 
19-in, $18. Diagonal pliers, 5-in., $18.50; 


5%-in., $20; 6-in., $21.60. 

Rivets.—The market on small rivets 
is unsettled. Some houses are quoting 
them at 50 per cent discount, while 
others are quoting them at 60 per cent. 
Structural rivets generally are quoted 


at 5c. per Ib. The demand for the 
latter is limited. 

We quote from jobbers’ stocks: livets, 
structural, $5 per keg, base; iror mall, 


50 to 60 per cent discount 
Saws.—Some manufacturers of hand 
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saws are out with new quotations show- 
ing approximate reductions of 15 per 
cent. Jobbers’ quotations on those lines 
that have changed in a manufacturing 
way have been marked down accord- 
ingly. 

Screws.—The long talked about re- 
duction in the market on wood screws 
is at last a reality. The new prices 
named by the jobbing trade, which are 
based on manufacturers’ lists, show a 
drop of 5 points in iron wood screws 
and of 7% per cent in brass. It is 
reported here that the new manufac- 
turers’ lists are based on reduced pro- 
duction costs and not on any effort to 
boom business. As a matter of fact, 
while everybody connected with the in- 
dustry would naturally like to see more 
orders coming in, the consumption is 
slowly but steadily increasing, and the 
market in this respect is in a healthy 
condition. 

We quote from jobbers’ list: 

Wood screws.—Iron, bright, flat 774% per 
cent discount, round and oval, 75 per cent, 
fillister, 75 per cent; blued, flat, add 5 per 
cent, 77% per cent discount, round, 75 per 
cent; japanned, flat, 70 per cent discount, 
round, 67% per cent; tinned, flat, 62% per 
eent discount, round, 60 per cent; gal- 
vanized, flat, 62% per cent discount, round, 
60 per cent; coppered, flat, 72% per cent 
discount, round, 70 per cent; bronze plated, 
round and flat; nickel plated, round and 
flat: silver plated, round and flat and brass 
plated, round and flat, all 65 per cent dis- 
count. 

Wood screws.—Brass, bright, flat, 72% 
per cent discount; round and oval, 70 per 


cent. Nickel plated, flat, 65 per cent dis- 
count; round, 65 per cent discount. 


Wood screws.—Bronze metal, plain, round, 


67% per cent discount; round and oval, 
65 per cent. 
Machine screws, etc.—Coach screws, 50 


and 10 per cent discount; set screws, in- 
cluding headless, 60 per cent discount; cap 
screws, square and hexagon, 50 and 10 per 
cent discount; fillister, 30 per cent discount; 
flat, 20 per cent discount; button head, 15 
per cent discount; lag screws, 50 per cent 


Office of HARDWARE AGE, 
1002 Park Building, 
Pittsburgh, July 18. 


A UL the independent steel companies 
+\ have followed the Bethlehem Steel 
Corporation and the United States Steel 
Corporation in making reductions in 
steel prices, so that while steel prices 
may seem to be stable, yet already 
there are intimations from reliable 
sources that the new and lower prices, 
while they are maximum of the market, 
are not minimum, and the new prices 
on black and galvanized sheets, also on 
Several other items, are being shaded 
by some of the independent mills. The 
new price on No. 28 gauge black sheets 
Is 3.50c. but it is claimed that 3.25c. 
has been done, while on the same gauge 
of galvanized sheets, the new price is 
4.50¢., some mills are offering them at 
less. It is claimed that one concern 
is offering galvanized sheets at 4c., but 
this concern makes goods from heavy 
gauges of galvanized sheets, buying 
black sheets in the open market, and 
then galvanizing them. It has large 
Stocks of galvanized sheets on hand, 
and as it intends in the future to buy 
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discount; iron machine screws, flat and 
round head, 50 per cent discount; fillister, 
45 per cent discount; flat and round head 
brass, 40 per cent discount; fillister, 35 
per cent discount. 

Sheets.—In common with the general 
reduction in iron and steel prices, the 
market on blue annealed sheets is 20c. 
per ewt. lower, on galvanized sheets 
50c. and on black sheets 50c. The de- 
mand for sheets of all kinds continues 
of a hand-to-mouth nature. Practically 
all of the jobbing firms have sufficient 
stock on hand to supply all require- 
ments and more too. 


We quote from jobbers’ stocks: No. 10, 
blue annealed sheets, $3.83 per cwt.: No. 
28, black sheets. $5 ner cwt.; No, 28 gal- 


vanized sheets, $6 per cwt. 


Shields.—Some of the leading manu- 
facturers of expansion shields, within 
the past week, have issued new prices 
showing a drop of about 15 per cent in 
quotations, and local prices have been 
revised accordingly. The call for this 
class of merchandise is not especially 
good, but in view of the fact that the 
market is not burdened with very large 
stocks, little concern is felt over the 
marking down of values. 


Shoe’ Findings.—The outstanding 
feature of the shoe finding market is 
the heavy demand for rubber heels. It 
is estimated by reliable authorities that 
fully 75 per cent of the shoes manufac- 
tured are provided with rubber heels. 
The producer, jobber and retail shoe 
interests realize the general public 
these days want all they can get for 
their money and the rubber heel ap- 
pears to be filling this want inasmuch 
as it ordinarily will outwear two pairs 
of leather heels. The leather heel is 
being rapidly displaced. Retail hard- 
ware dealers, like everybody else, must 
recognize this fact and also realize 
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only galvanized sheets, it is offering 
its stocks at less than the regular mar- 
ket. It is claimed that none of the 
mills can make any money at present 
prices of sheets, in fact this applies 
on nearly all lines of steel products, 
so that there is not likely to be much 
cutting of the existing steel prices. As 
yet the lower prices have not stimu- 
lated new buying, nor has there been 
any increase in operations of steel 
plants and finishing mills. The situa- 
tion seems to be that the country does 
not need much steel now, and the low- 
er prices have not changed this situa- 
tion. Operations as a whole are still 
on about a 20 per cent basis, and are 
not likely to show much increase over 
this rate in this month or in August. 

To offset the lower steel prices to 
some extent at least as regards costs, 
some independent steel companies have 
made further cuts in labor, common 
labor now being on the basis of 30 
cents per hour, as against an average 
rate of 19 cents per hour before the 
war. The Steel Corporation is still 
paying 37 cents per hour for common 
labor, but is likely io announce wage 
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there is an opportunity for those who 
maintain shoe finding departments to 
secure excellent rubber heel values 
which can be sold at an attractive pro- 
fit. It will be recalled that several 
months ago the crude rubber market 
underwent a severe slump and that 
rubber was picked up for less money 
than it cost to bring the product across 
the ocean. Rubber heel manufacturers 
were not slow to pick up crude rubber, 
and as a result the average heel offered 
on the market to-day is of much better 
quality than ever before was available. 
Excellent heels can be purchased at 
$1.25 to $2 a dozen and resold at 25c. or 
35¢. per pair. The market on leather 
taps is easier due to excess offerings of 


stock. Hemlock leather strips are 
growing scarce, and about the only 
thing available to-day is the oak. 
Leather taps.—Men’s extra light, 85e. 
to 90c. per dozen; light. $1.05 to $1.25; 
medium, $1.30 to $1.60; heavy, $1.85 to $2.50: 
“xtra heavy. $3.25. Women's light, 90c. to 
$1.15 per dozen; medium heavy, $1.25 to 
$1.40. Boys’ medium, $1.25 to $1.50 per 


dozen; heavy, $1.75 to $1.90. 
_ Leather strips.—Oak, heavy medium and 
light, No. 1, 45¢ to 55c.; to 40e. 


tubber heels.—Goecd quality, to $2 
per dozen pair. 


Tarred Paper.—The market on tarred 
paper is unsettled due to new prices 
named by some of the manufacturers 
within the near past. There is such a 
wide variety of brands and qualities, as 
well as prices, it should not be a diffi- 
cult matter for the retail hardware 
dealer to pick up practically what he 
has in mind. Jobbers, however, do not 
take a very hopeful view of the out- 
look for business this summer, but they 
see no reason why the demand for this 
product should not materially improve 
in the fall and winter. It always does, 
they say. 


No. 2, 35c. 


$1.25 


reductions in the near future to cor- 
respond with those made by its com- 
petitors. Last week the sheet and tin 
plate mills that sign the Amalgamated 
Association wage scales, secured an 
average reduction of 10 per cent in 
wages on the new scales for sheet and 
tin plate mil!s for the new year start- 
ing on July 1 last. The sheet and tin 
plate mills that do not sign any wage 
scales, but operate on the open shop 
plan, will no doubt make a similar re- 
duction in wages to be effective from 
July 1. 

Some bright spots are appearing 
on the horizon, but how long it will take 
for these to develop into actual sun- 
shine, is a question. One of these 
bright spots is the fact that the Gov- 
ernment is getting ready to pay the 
railroads immense sums of money due 


them from the time the roads were 
under Government control, and the 
roads are certain to use this money in 
buying the new equipment that they 
so badly need. The railroads are much 
the largest individual users of steel, 
and when they get out of the market 
is buyers, it means a lot to 


the steel 
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mills, the railroads being credited with 
using about 35 per cent of all the 
steel made. Once the railroads start 
to buy, even in a limited way, the 
effect will soon be felt. Another bright 
spot is that in certain sections of the 
country, there is a little more buying 
of pig iron than there has been for 
some time. We believe we are safe in 
saying that the peak of the depression 
in the steel trade has been reached, 
and that soon, likely not later than 
early September, there will be material 
betterment. 


Now comes the question of how the 
recent reductions in steel prices are go- 
ing to affect the prices of hardware, 
especially the heavier lines that are 
made largely from steel. There is no 
doubt but that they will have a ten- 
dency to weaken heavy hardware prices, 
and this weakness is likely to develop 
into lower prices later. This has been 
the result of previous reductions in 
steel prices, and there seems to be no 
valid reason why this will not be re- 
peated. These lower prices will come 
very slowly, and some may not be 
effective before late in the year. In 
the meantime, the trade is likely to 
buy cautiously, and on many lines where 
it has been customary for the trade 
to buy in large quantities, and for con- 
siderable time ahead, this is not likely 
to be the policy this year. On certain 
lines the trade feels sure that prices 
next year will be lower than this year, 
and orders for next year will be placed 
with extreme caution. In fact on all 
lines of hardware goods, prices next 
year will certainly not be any higher 
than this year, and on most lines they 
are likely to be lower. 


General conditions in the jobbing 
and retail hardware trade are fairly 
good. The volume of business in July 
and August will be less than in May 
and June, but this was expected by 
the trade, and the shrinkage will be 
less than anticipated. The very hot 
weather has been ideal for seasonable 
goods such as ice cream freezers, re- 
frigerators, window and door screens, 
garden hose and other goods, and sales 
in the past two or three weeks have 
been heavy, and are still good. The 
strike in the building trades in this 
city that started on June 1, has ma- 
terially restricted sales of builders’ 
hardware, and also of other goods used 
in building construction. We are glad 
to say that all signs are that this 
strike on the part of the men will soon 
be over and they are expected to be 
back at work in a short time on the 
terms originally offered them by their 
employers. 


Price changes in the past week have 
been less important than for some time. 
Announcements of price reductions on 
certain staple lines that were to have 
been made either on July 10 or 15, have 
not yet come out. In the case of paints, 
one leading dealer has stated that while 
it expected to reduce its prices on July 
15, it finds it is unable to do so on ac- 
count of excessive high costs, which so 
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far it has not been able to reduce. Gal- 
vanized ware is weak, and so is cotton 
goods, due in the first case to the lower 
prices on galvanized sheets and to poor 
demand, and in the second to the very 
low prices that are going on cotton. 

Collections have tightened up some, 
especially in the country districts, the 
farmers not yet having realized from 
their crops, and are short of money. 
This condition will right itself in the 
next two or three months. 


Automobile Accessories.—Two lead- 
ing makers of the smaller accessories 
are out with announcements of slight 
reductions on some lines, but in the 
main, prices are holding up very well. 
More than 600,000 cars and trucks have 
been registered in Pennsylvania this 
year, and this accounts in part for the 
fairly good business in supplies. There 
is talk of still lower prices on cars, 
and if these come, likely acces- 
sories will be lower, so that car owners 
are buying only what they need. Prices 
are only fairly strong, dealers quoting 
from stocks, f.o.b. Pittsburgh or about 
*as follows: 


Reliance jacks, No. 1, $2.33; No. 2, $3.33, 
in lots of 12; A. C. Titan spark plugs, 65c. 
in lots up to 10, and 58c. in lots of from 
10 to 100; Derf spark plugs, 96c. each for 
all sizes, in lots less than 50; Champion X, 
50c. each for less than 100, and 48c. each 
for over 100; Champion regular, 58c. each 
for less than 100, all sizes, and 56c. each 
for over 100, 


Axes.—Dealers report the demand as’ 


quiet, and do not look for betterment 
until later in the year, and are also 
carrying light stocks, believing that 
prices may go lower, in sympathy with 
the recent reductjons in prices on 
heavy steel. 

Jobbers quote from store as follows: First 
quality, single bit, $14.50 per doz. base; first 
quality, double bit, $19.50 per doz. base; 
first quality, handled, single bit extra han- 
dled, $19.50 per doz.; first quality, handled, 
double bit, extra handled, $24.50 per doz. 
An advance on 314-lb. to 4%-Ib. of 50c. per 
a is charged, and on 4-lb, to 5-lb. $1 per 
doz. 


Aluminum Ware.—The several reduc- 
tions in prices of aluminum ware do 
not seem to have increased the demand 
to any extent. Dealers are still in- 
clined to the belief that the market on 
these goods may go lower, and are 
carrying as light stocks as possible. 
Special sales of aluminum ware are still 
popular with the retailer, and these are 
an effective means of reducing stocks, 
especially on such items as are not 
moving out as freely as desired. 


Bolts and Nuts.—Makers and dealers 
say that the repeated reductions in 
prices have not increased the new de- 
mand, which is quiet, and mostly for 
small lots to meet actual wants. Job- 
bers are inclined to reduce their stocks 
as much as they can, as further price 
recessions are not unlikely on account 
of the recent reductions in prices of 
steel bars and on other forms of heavy 
steel. There is no incentive to cut mar- 
ket prices, there not being enough new 
business to tempt sellers to do this. 
Discounts in effect, but which are not 
strictly held, are as follows: 
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Common or Empire carriage bolts, rojl 
thread, small, 60 and 5 per cent; common 
or Empire carriage bolts, cut thread, small, 
50, 10 and 2% per cent; common or Empire 
carriage bolts, cut thread, large, 50 and 10 
per cent; machine bolts, roll thread, small, 
with square head and square nut, 60, 10 and 
7% per cent; machine bolts, cut thread, 
small, with square head and square nut, 
60 and 5 per cent; machine bolts, cut 
thread, large, with square head and square 
nut, 50, 10 and 2% per cent; G. P. lag bolts, 
60 and 5 per cent; Empire tire bolts, 65 per 
cent; plow bolts, Nos. 1, 2 and 3, 50 and 10 
per cent; plow bolts, Nos. 4, 5, 6 and 7, add 
20 per cent extra; stove bolts in packages, 
75, 10 and 10 per cent; stove bolts, in bulk, 
75, 10, 10 and 2% per cent; rivets, ,; in, 
diameter and smaller, 65 per cent. 

Chisels.—Crader & Co., Newark, N. J., 
have recently announced revised prices 
on its full lines of chisels, these show- 
ing reductions on some grades, and 
slight advances on others. The demand 


is not very active. 


Chain.—The recent reductions in 
prices on steel bars and also in wire 
rods have not yet been applied to steel 
chain. While this is still being quoted 
at $6.25 per 100 lb. for proof coil, it 
is intimated that this price is not min- 
imum. The general demand for all 
grades of chain is quiet, the trade buy- 
ing only in small lots to meet current 
needs. 


Cotton Mops.—Practically all makers 
have met the recent reduction of about 
15 per cent in prices. The demand is 
not very active. Jobbers are quoting 
16-0z. at $4.25, 20-oz. at $5.25 and 24-oz. 
at $6.25 per doz. The lower prices 
have not yet increased the demand. 


Electrical Goods.—As yet no an- 
nouncement has been made of a gen- 
eral reduction of about 15 per cent in 
prices of electrical goods, but some 
dealers say they are certain it will come 
out in a few days. The new demand 
for electric irons is reported to be 
unusually active, and some stores are 
making a special drive on these, nam- 
ing low prices on them. 


Garden Hose.—The excessive hot 
weather of the past few weeks has 
greatly accelerated the demand for gar- 
den hose and sprinklers, dealers re- 
porting that their sales have more than 
doubled. In spite of this heavy demand, 
prices on garden hose are weak, due 
to the low prices for raw rubber and 
fabrics. It seems certain that prices 
on hose will be less next year than 
this. Jobbers quote molded garden 
hose %-in. in diameter at 13c., and 
%-in. at 16c., from store. 


Iron and Steel Bars.—The new price 
of 1.90c. at mill for soft steel bars in 
large lots has not increased the de- 
mand, the trade still buying in small 
lots only to cover actual needs. It is 
intimated that in some cases this price 
is not holding firm. Jobbers are now 
quoting steel bars in small lots from 
store at 2.25c. to 2.35¢., while common 
iron bars are held at about 2.50c., in 
small lots from store. 


Iron and Steel Pipe.—As intimated in 
our report of last week, the makers of 
iron and steel pipe, also of boiler tubes, 
have made material - reductions in 
prices. The National Tube Co., and 
also the independent mills have issued 
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new cards on steel pipe showing reduc- 
tions of $2 per ton on butt weld, 
and %-in. in diameter, and $6 per ton 
on sizes '%-in. to 6-in. and larger. 
Prices on steel boiler tubes have also 
been reduced from $4 to $12 per ton, 
the heavier reductions having been 
made on the larger sizes. The reduc- 
tions noted above on steel pipe, have 
also been made to apply on iron pipe. 
The demand for pipe and also for 
boiler tubes is. quiet, due to the dull 
conditions ruling in the gas and oil 
trades. For small lots from store, job- 


bers’ discounts at this writing are as 
follows: 


Butt Weld Lap Weld 
Bk. 3k 


Galv. Bk, Galv. 
46% 21% 
491%, 23 
55% 40 
59% 45 re 
61% 48 err rer 
+e eewe 4914 35% 
53% 39% 
eee 47% 2% 





Discounts on full weight 
less than carload lots are 
Butt Weld 
Bk. 


iron pipe in 
as follows: 

Lap Weld 
Bk, 


Galv. Galv. 
% and %... +8% +34% 
| Sree 21% +% 
. Moree 291% 12% Te eas 
1 to 1%.. 31% 14% eens whe< 
se wenu ee en ee wens 24% 8&8, 
2% to 6..... 27% 12% 
| ek 23% 814 


The L. C. L. price aplies to all shipments 
from stock, regardless of quantity. 


tubes in less 
as follows: 


boiler 
are now 


Discounts on steel 
than car load lots 


Brushes Have Bristles Set in 
New Way 


An innovation in brush making, com- 
prising a new method of setting bristles 
in brushes, has been perfected recently 
by The Wooster Brush Company, 
Wooster, Ohio. 

The Wooster firm is introducing to 
the trade this season under the regis- 
tered trade name “FOSS-SET”—a full 
line of Paint, Varnish and Kalsomine 
Brushes made by this new method. The 
chief feature and advantage of these 
FOSS-SET Brushes, is, as the name 
implies, in the setting, which is the re- 
sult of years of research and practical 
trials carried on in an endeavor to pro- 
duce an ideal brush, which will hold 
its bristles under all conditions. 

Some years ago The Wooster Brush 
Company began a search for a bristle 
setting material that would not be af- 
fected by oil, turpentine, alcohol, water, 
gasoline or any substance in which 
brushes are frequently put, and at the 
same time, a material was desired that 
would produce a setting without de- 
stroying the natural life of the bristles 
during the process of manufacture. 
After years of research work at 
the factory and also in some of 
the foremost chemical laboratories of 
the country, a setting material was dis- 
covered, which was chemically inert 
and still did not require the bristles to 
be subjected to injurious treatments, 
such as high temperatures while they 
were being secured in the setting. 
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1%-in., 17% off list. 2-in. and 2%-in., 32 
per cent off list. 2% to 3-in., 43 per cent 
off list. 3% to 13-in., 48 per cent off list. 

Paints and Supplies.—The new de- 
mand for paints and supplies has fallen 
off some, due in part to the fact that 
many men have gone on vacations, and 
that a good deal of private painting 
has been put off until they return, or 
until the fall. No official announce- 
ment has been made of any reduction 
in prices of ready mixed paints, but 
this may come at any time. One large 
paint interest has announced that ow- 
ing to high labor costs, it is unable 
to reduce prices on its paints at this 
time, but the company has made slight 
reductions in prices on some grades of 
varnish. Jobbers quote to the small 
trade about as follows: 

Standard grades of ready mixed paints 
are $4.25 per gal; linseed oil is 86c. per 


gal., in barrels, turpentine is 72c. per gal., 
and white lead is $13 per 100 lb. 


Stueco 4-in. brushes are sold at about $4 


each at retail. Putty is sold at $1.25 for 
2% lb. and $2.25 for 25 lb. Sandpaper is 
sold at 30 and 10 off list. Shellac is lower 


Cheaper grades are sold at $3.50 
per gal., medium grades at $4 and high 
grades at $4.25 per gal, 

Plate glass, less than 5 sq. ft. is 78 per 
cent off, over 5 sq. ft. 80 per cent off. 
Window glass, single strength, A and B, 
is 82 per cent off list, double strength, A, 
is 83 per cent off, and double strength, B, 


in price. 


85 per cent off list. Standard grades of 
varnish, inside finish, are $3.15 per gal. 
and for outside finish, $4.20 gal. White 


and red lead are reported scarce in supply. 


Pliers.—Prices on pliers, punches and 


This elimination of heat allows the 
bristles to retain their natural animal 
oil and flexibility so essential to a brush 
that is to work and wear satisfactorily, 
and it also prevents those baked brittle 
bristles, which are the result of pro- 
longed application of heat. 


to Move 


The J. H. Clark Hardware Co., one 
of the best known loop hardware stores 
in Chicago, will soon move from its long 
established location at Lake and La- 
Salle Streets to 121 W. Lake Street, 
several doors east of the present store. 
A new front and extensive interior re- 
modeling will make the new store one 
of the most attractive in Chicago. All 
lines of staple hardware are carried by 
the J. H. Clark Co. Several floors will 
be occupied in the new location. 

New Line Lawn Sprinklers 

Schlangen Bros. & Co. makers of 
brass goods, 2435 Irving Park Blvd., 
Chicago, announce the isuance of a new 
catalog ready for distribution about 
August 1. The company features a 
diversified line of quality lawn sprink- 
lers and will show, in the new catalog 
a complete line of hose fittings such as 
nozzles, couplings, clamps, sill cocks, 
hose valves and hose accessories. The 
company is introducing, it is said, an 
entirely new line of lawn sprinklers, 
which will be sold under nine different 
trade names. 
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Star drills have been revised, being 
about 10 per cent lower. 


Sheets.—The lower prices on sheets 
given in our report of last week have 
not increased the demand which is still 
for small lots for current needs. Sheet 
mills are not operating to more than 
25 per cent of capacity. 

Mill prices on blue annealed sheets are 
now 2.65c.; black sheets, 28 gauge, 3.50c., 
and galvanized 4.50c. Jobbers charge the 
usual advantages over these prices for small 
lots from. store 

Wire Products.—As predicted in our 
report of last week, prices on all wire 
products have been reduced $5 per ton 
by all the mills, and jobbers have re- 
vised their prices accordingly. The de- 
mand is still for small lots for actual 
needs. Jobbers prices to the retail 
trade in small lots are now as follows: 


Wire nails, $3.10 base per keg: gal- 
vanized, 1 in. and longer, including large- 
head barbed roofing nails, taking an 
advance over this price of $1.25 and shorter 
than 1 in., $1.75; bright Bessemer and basic 
wire, $2.75 per 100 Ib.; annealed fence 


‘vire, Nos. 6 to 9, $2.75; galvanized wire, 
$3.35; galvanized barbed wire, $3.75; gal- 
vanized fence staples, $3.75; painted barbed 
wire, $3.25; polished fence staples, $3.15; 
cement-coated nails, per count keg, $2.70; 
these prices being subject to the usual 
advances for the* smaller trade, all f.o.b. 
Pittsburgh, freight added to point of de- 
livery, terms 60 days, net, less 2 per cent 
off for cash in 10 days. Discounts on 
woven-wire fencing are 68 to 70% per cent 
off list for carload 67 to 69% 
cent for 1000-rod 66 to 6814 
cent for small lots, Pittsburgh. 


lots, 
lots, and 
f.o.b. 


Another Cut in Prices by West- 
inghouse to Take Effect 
Immediately 

The Westinghouse Electric & Mfg. 
Co. announces that a 10 per cent re- 
duction on prices of practically all of 
industrial motors and motor control 
apparatus, including also all direct cur- 
rent generators and motor generators. 
This is the second cut of 10 per cent 
made by this company in motor prices 
during this year. There is also a re- 
duction in prices on heating appliances, 


such as toaster stoves, irons, chafing 
dishes, cozy glow radiators, etc. The 
new prices are to take effect imme- 


diately. 


Chicago Industrial Pageant, 
July 30 to Aug. 14 


Chicago’s Pageant of Progress, a 
mammoth manufacturing and merchan- 
dising fair, to be held at the Municipal 
Pier, July 30 to August 14 will attract 
as exhibitors, it is said, a large number 
of hardware, home furnishings and 
electrical goods manufacturers and job- 
Space has been reserved by a 
number of leading hardware concerns. 
The Pageant will boast many entertain- 
ment and special feature attractions in 
addition to its being, what is claimed 
will be the greatest industrial exhibit 
held at Chicago in twenty years. 
rhousands of buyers and visitors from 
he Central West are expected. 


bers. 
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TOY INDUSTRY ON TARIFF 


Importance of American Valua- 
tion to Meet Foreign Competition 


“The American toy industry,” says 
George Newell Moran, of the Toy 
Manufacturers of the U. S. A., “which 
grew from a production of approxi- 
mately $14,000,000 in 1914 to close to 
$80,000,000 in 1920, is very seriously 
threatened by the influx of dolls, toys 
and other playthings from Germany 
and Japan which sell in this country 
at prices, duty paid, that are actually 
below the cost of American production. 

“As production in neither country is 
hampered by sanitary regulations, 
factory and child labor laws, and as 
the average wage scales in both coun- 
tries are so exceedingly low the Amer- 
ican toy manufacturers are placed in 
the position of facing a foreign toy 
invasion that cannot be met competi- 
tively under existing tariff regulations. 
Foreign toys of all kinds of German 
and Japanese design and copied Amer- 
ican designs are being offered in the 
domestic market at prices with which 
American producers cannot compete at 
all. 

“According to an agreement between 
German employers and workmen—as 
published recently in a German trade 
publication—a German worker on arti- 
ficial flowers receives three marks an 
hour or four and a half cents. Ex- 
perienced mechanics receive the equiva- 
lent of $9.00 a week. German wages 
in their toy industry while similarly 
low in the factories have an even 
greater significance as a majority of 
the toy making is done in the homes of 
the workers and the whole families 
receive less for their services than does 
one of the least important of American 
toy factory employees. 


Foreign Production Costs 


“German manufacturers, according 
to the United States Department of 
Commerce, are being relieved of a large 
percentage of their normal production 
costs through indirect government sub- 
sidies which aggregate approximately 
60,000,000 marks out of the govern- 
ment’s total budget of 80,000,000 marks 
or 75% of it. This adds to the difficul- 
ties of the present almost impossible 
task of determining correct foreign pro- 
duction costs and values as a base for 
the levy of import duty by the United 
States under our existing tariff law. 

“The German government buys im- 
mense quantities of food stuffs which 
it sells to the German people at a loss 
of about 50%. This enables the Ger- 
man workman to live on a wage which 
would otherwise be too low to cover 
even absolute necessities. This is only 
one of the many helps given to industry 
by the German government. The lower 
wage scale which it makes possible, 
reduces the manufacturer’s cost of pro- 
duction and permits him to manufac- 
ture a very wide variety of commodities 
eheaply and sell them in the United 


States at prices that absolutely pre- 
clude the possibility of American com- 
petition in the American Market. 
“The subsidizing of German indus- 
tries results naturally in increased pro- 
duction at a minimum expense in Ger- 
many and very seriously threatens 
the American manufacturers so that 
proper protection to American indus- 
tries is very highly essential at this 
period in order to enable our people 
to weather this strain and hold their 
own afterwards. The adoption of the 
proposed American valuation plan as 
the basis for the proper computation 
of duties due the United States govern- 
ment on importations seems best to 
those both in government and general 
business circles who have carefully 
studied the subject for many months. 


Cause of Depression 


“Existing business depression is 
charged by many to the present tariff 
more than to any other cause and par- 
ticularly to the foreign value basis upon 
which duties are now computed and 
collected. It is maintained that tariff 
schedules, no matter how adjusted, will 
prove ineffective for the proper protec- 
tion of American industries unless 
American valuation is substituted for 
foreign valuation in estimating ad 
valorem duties. Experts both in gov- 
ernment service and in commercial 
houses have figured that the change to 
American valuation will increase rev- 
enue adequately and comprehensively 
provide for the assessment of duties on 
all kinds of merchandise on a basis 
which can be verified in this country; 
eliminate foreign exchange difficulties 
due to depreciation, and duty discrim- 
inations; prevent under-valuation on 
imports; protect the American manu- 
facturer and nullify the trade combi- 
nations formed in foreign countries for 
the purpose of fixing low export invoice 
values to minimize American duties. 

“¢American Valuation’ as used in the 
discussion of tariff rates means the 
fixing of the value of imported goods, 
for the purpose of estimating duties, 
upon the selling price in the United 
States of comparable and competitive 
American products and may be either 
manufacturers’ price or wholesale price. 

“It is not a plan to exact higher 
duties on imported goods. Its object is 
to collect the amount due the United 
States from all importations on a basis 
which can be accurately checked up in 
this country. 

“Under the present tariff system this 
country is at the mercy of foreign man- 
ufacturers and exporters. The present 
customs administrative laws presume 
that the importer knows the foreign 
market value of his goods and that the 
appraising officers can ascertain it. As 
a matter of fact in many cases neither 
the importer nor the appraiser has the 
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requisite knowledge and often cannot — 
obtain it. Rates of duty mean little un. 
less the basis for computation is accur- 

ately determined and can be verified, — 

“The importer here can say that he _ 
does not know the foreign value and 
no one can dispute the statement g0 
the value cannot be obtained from the 
importer. Correct foreign valuation 
can be obtained only with great diffi. 
culty when obtainable at all. In some 
cases there is no market value (in the 
country of exportation) as where goods 
are manufactured solely for export, 

“The foreign manufacturer and ex- 
porter does not wish to give accurate 
information in regard to foreign manu- — 
facturing costs and selling values be | 
cause it is distinctly to his advantage — 
and to the interest of his country to — 
keep the United States in ignorance, — 
Both the foreign manufacturer and the 
foreign exporter would prefer to sel! — 
in this country without any duty. It 
is to their interest to make the foreign 
valuation as low as possible. 

“The majority of American manu- 
facturers believe that nothing short of — 
complete abandonment of foreign 
sources of valuation will obviate the 
difficulties incident to obtaining foreign 
values and at the same time all in- 
equalities due to instability of exchange 
and differences in costs of production 
in foreign countries will be eliminated. 
Quoted exchange does not represent 
equivalent purchasing values in ser- 
vices, food, transportation and the like, 

“Tariff legislation is founded on the 
idea that the United States will not 
only secure a just revenue, but will © 
also protect domestic industries. There’ 
never was a time when it was more 
desirable to get more revenue (by get-, 
ting all that is actually due) without © 
additional cost to the consumer. 


American Valuation 


“This can be accomplished under 
American valuation because with duties 
based upon foreign valuation the lower 
the valuation the lower the amount col- — 
lected. Now the foreign countries 
which through low priced labor produce 
the lowest priced goods naturally pay 
the lowest duties. If these low price 
countries paid more duty because of 
American valuation, it would not raise 
the price to the consumer in this coun- 
try because prices are always marked 
up to the level of goods from the coun- 
tries of highest production costs. 

“The high cost countries, if they sell 
in the United States at all, establish 
the re-sale price here and the low cost 
countries can sell at the same price or 
slightly less because the general price 
is established. So when the amount 
of duty in dollars and cents upon goods 
from a low cost country is increased 
to the amount rightfully due to the 
United States government upon a fair 
basis of the American value of the 
goods, the price to the consumer will 
not be raised but the United States will 
get more revenue and the producer here 
will be better and more fairly pro © 
tected.” 





